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Oe Nothing Succeeds Like Success 

| These two remarkable features—the "Cushion Step" and the "HEEL- 
MOLD"—coupled with the smart styling of "FOOT-FASHION" Fine 


Shoes are, in a comparatively short time, enjoying a customer demand of 





proportions acclaiming them an unusual success. 





The dealership for “FOOT-FASHION" Fine Shoes may be available ir. 
your community - - See them in Chicago at The Stevens, January 


2-3-4-5-6, Rooms 918-19-20 - - Or 






©@ post card will bring our salesman to your store. © 
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VOICE of the TRADE 


GENE WARD of Morse and 
Haynes, Springfield, Mass., says: 

“Heretofore, the three quickest 
means of spreading news were: 
telegraph, telephone and ‘telawo- 
man.’ But now, all you have to do 
is ‘tell a shoeman’—for the grape- 
vine never was more garrulous for 
good or for evil.” 








P. A. O'CONNELL, president of 
the E. T. Slattery Co., of Boston, 
and head of that city’s Retail Trade 
Board, says that, contrary to popu- 
lar expectation, the recent decline 
in the stock market is not being 
reflected in retail trade. 

“In Boston,” he says, “the aver- 
age for the department stores is 
better than a year ago, and sales 
at the present time continue to 
show gains over the corresponding 
season in 1936, although the stock 
market has dropped fifty points. A 
reasonable explanation is that rela- 
tively few people have been in the 
stock market for the purpose of 
speculating. Probably in the whole 
country, out of some 40,000,000 
tamilies, fewer than one per cent 
have been affected by the decline.” 


Mr. O’Connell says further that 
the annual birthday sale held in 
his own store brought in more 
business than in any year since 
1929 and “there is every indication 
that Christmas trade, at least in 
this section of the country, will 
measure up fully to this expecta- 
tion.” 


* * * 


S°@NE of the best ways of break- 
ing up the spell of the ‘kabitzer’ in 
a shoe store is to have plenty of 
new picture and motion picture fan 
magazines scattered around the 
seats,” says Murray Greenwood, 
whose shoe store in East Los An- 
geles has its full share of helpful 
(?), assisting shoppers. 

“We all know the situation where 
mother and daughter come in to- 
gether to buy shoes for either, par- 
ticularly when the girl is of ‘teen 
age or better. Then there is the 
combination of a woman who has 
a questionable complaint to make. 





She is usually a meek sort of a 
person who somehow picks up a 
bellicose pal. We have all experi- 
enced many of these instances. 
Now, by having an assortment of 
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picture papers around, the party 
vf the second part will usually 
pick up one of the books and that 
is where good salesmanship comes 
in for a quick bit of work while 
the attention is distracted. Again, 
when the store is crowded, waiting 
customers will forget the minutes 
they are waiting when they have 
something interesting to look at. 
Never make the fatal error of hav- 
ing old magazines around. Have 
only the latest copies, or nothing.” 





eBOHN J. McDONALD of Athens, 
Ohio, gives “A Fair Tip”: 

“The National Shoe Fair! When 
we read about it or hear it spoken 
minds the picture of floor after 
of, immediately there comes to our 
floor, room after room, shoes after 
shoes, and work, work, work. Per- 
haps there is a fleeting glance of 
Bill Jones, Dick Smith, or Tom 
Brown. Possibly, but very vaguely, 
we remember a dinner engagement. 
Yes, those are our thoughts when 
the National Shoe Fair is men- 
tioned. 

“Ten years ago little attention 
was given to the possibility of in- 
creasing sales by the promotion of 

















Page 18 


different shoes for various seasons, 


of different shoes for various hours 
of the day. Colors and materials 
even since last Spring have proven 
their significance. These factors 
will play even a more prominent 
part this Spring than in the past 
as the available advanced informa- 
tion indicates. 

“You, as a retailer, can keep 
abreast of the changes with the aid 
of articles on trend and styles, but 
a better way, a more complete 
method in which you may grasp the 
situation in two or three days time, 
is by attending the National Fair. 
You must rely upon your own log- 
ical judgment to arrive at a de- 
cision. 

“On January 3, when the horde 
of shoemen assembles at the Stev- 
ens Hotel, I know it will, in some 
ways, resemble the Fairs of old. It 
will be a meeting place for the clan. 
Old acquaintances will be renewed 
and many problems will be solved. 
But after Easter will you be able to 
say: “The indirect cause of my in- 
crease in volume was the pilgrimage 
I made to the National Shoe Fair 
in January’.” 

THE old Vanceburg (Kentucky) 
Tannery has been bought by Henry 
Ford, to be moved to the Edison 
Institute of Technology at Dear- 
born, Michigan, and there kept as 
a relic of the beginnings of the 
machine era in American industry. 
The equipment includes a_ bark 
mill, hand tools, early types of 
ieather working machines and a 
Faber steam engine which was built 


previous to 1836. 
€:: 
a mr 
Em i 


NEW standards of feminine beauty 
will be set in the selection of their 
Queen, by the Michigan Shoe Deal- 
ers Association at the annual con- 
vention, January 9 to 12, at the 
Hotel Statler in Detroit. The 
unique contest planned for the com- 
ing session will upset all precedents 
of the traditional style show com- 


petitions. 








. 
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A WORD ABOUT “USE” 








—lt's the use of a business publica- 
tion that makes it of value. 

—We could prepare elaborate 
charts, statistics or market an- 
alyses to prove the thoroughness 
of Boot and Shoe Recorder cover- 
age— 

—But none of these would be so 
convincing as the opinions of our 
merchant readers themselves. 

— "Ask the man who owns one" is a 
famous slogan. 

—"Ask the merchant who reads it" 
is our slogan and, we believe, 
equally effective. 

—We wish you might have our op- 
pass to read the hundreds of 
etters received each week by our 
Circulation Department. 

—And thereby obtain a true picture 
of how useful Boot and Shoe Re- 
corder is to its *merchant sub- 
scribers. 


y RE gs 


President 


*Who, incidentally, buy over $500,000,- 
000 worth of shoes annually. 





Believe it or not, mothers will 
be offered an opportunity to com- 
pete with their daughters for 
“queenly” honors this coming 
year. The quest will not be for a 
Cinderella whose pedal extremities 
can be crowded into a pair of 
under-sized slippers; but rather, the 
girls will vie on the basis of pos- 
ture and carriage. Shoe size will 
enter only as a factor where im- 
properly fitted shoes interfere with 
graceful posture. 

“Too much stress has been placed 
on the tiny four B feet in the past,” 
said a convention spokesman, who 
is in charge of this unique contest. 
“Four B feet have their place on 
the runway during the style show 
when exhibiting sample shoes be- 


cause all women’s sample shoes are 





made on this particular size, but 
the wearers of these sizes do not 
represent the true average Ameri- 
can foot. Most women are shod in 
shoes from sizes 6 to 8. 

“The fairy tale of the Cinderella 
who met her Prince Charming be- 
cause of her dainty feet has per- 
verted the feminine idea of pedal 
beauty. Those who believe that the 
lower extremities must appear 
petite, no matter how they hurt 
when crowded into undersized slip- 
pers, are not aware of the origin of 
the ancient Chinese custom of bind- 
ing the feet. This was done so 
that the Chinese women could not 
run away from their husbands.” 

“Our aim,” said the spokesman, 
“is to prove to the world that wo- 
men can be more beautiful and at- 
tractive when shod in shoes that 
really fit their feet, regardless of 
their size; and we feel certain that 
we shall experience more difficulty 
in eliminating contestants rather 
than in finding enough candidates, 
as in previous years when we were 
merely looking for Cinderellas.” 


®€ AMONG the 7,148 registered 
practicing chiropodists in the United 
States, the great state of Alabama. 
with its approximate 2,864,000 
population, has but 13 chiropodists, 
or one for every 220,331 souls: 
while the District of Columbia with 
its 619,000 inhabitants has 131 
podiatrists, or one for every 4,725 
inhabitants. Which proves that 
Washingtonians must be terribly 
calloused after having lived off the 
poor taxpayers all of these years. 
By Hack.” 














A UNIQUE industry is now being 
started along the Great Barrier 
Reef, Queensland, the 200-mile- 
long buttress of Australia against 
the bluster of the Pacific Ocean. 
“This is fishing for the reef eels,” 
says the New York Times in a story 
from Sydney. “Abounding here, 
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they will be sought solely for. their 
hides, which will be used to help 
out the wardrobes of women. Ex- 
tensive researches by the Aus- 
tralian government have proved 
that skins of reef eels can be made 
into a soft and extremely durable 
leather, and factories are being 
established to manufacture them 
into women’s shoes.” 

The reef eel is the fiercest fighter 
of the Pacific. The shark is no 
match for it, and a diver would 
unhesitatingly choose to fight the 
shark instead of the eel if he were 
forced to do so. 

The largest eel yet caught mea- 
sured almost 13 feet and is pre- 
served in the Brisbane Museum. 
Fearless, alert, swift, remarkably 
pugnacious, this “debil sea-snake” 
of the natives may well have been 
the original of some of the more 
fearsome of sea serpent legends. 
Its greater swiftness is the undoing 
of its enemies, and it is amazingly 
equipped with teeth, which stud the 
roof of its mouth as well as its 
jaws. 

* * * 
JOSEPH KAPLAN of Colonial 
Tanning Company, Inc., Boston, 
Mass., says: 

“There is an underlying feeling 
of optimism about a big Spring sea- 
son, once business does get going; 
and most of the buyers feel that 
when things do straighten out, that 
everybody will be coming in for 
merchandise at once, and that there 
is going to be a scramble for leather 
and a scramble for shoes and it is 
going to be a question of delivery. 

“Black and colored patent leather 
is going to be in style this Spring, 
and especially white, pastels and 
red in sandal type shoes.” He is 
optimistic that all the patent leather 
tanners will enjoy a good patent 
leather business this Spring, once 
things do open up. 

* * * 
LET Howard Shoup, who did all 
those exciting clothes for Joan 
Blondell and Margaret Lindsay in 
“Back in Circulation” tell your 
fashion fortune. He says: 

“Definitely in your past are over- 
emphasized shoulders, ankle-length 
skirts for any time of the day or 
evening; and little handbags that 
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are completely distorted when cram- 
med with a woman’s necessities. 

“In your future I see still shorter 
skirts. Some almost knee-length 
were done for Joan Blondell in ‘The 
Perfect Specimen.’ Lots of kidskin 
leather shoes that fit like a glove 
and are cut high enough to hug the 
ankle; and a still greater popularity 
for the high-low waistline which has 
that corseleted form. 

“What you least expect is the con- 
tinued popularity of tunics and 
three-quarter length loose tweed 
trousers for golf worn with knitted 
waistcoat and loose three-quarter 
jacket. The tunic I interpreted for 
Ann Sheridan to wear in ‘The Pa- 
tient in Room 18 was done in 
metallic cloth, is closed with a zip- 
per, is snugly fitted, comes to the 
lower hipline and is worn with a 
black crepe skirt at the cocktail 
hour.” 

* * * 
A. E. LITTLE of Lynn, Mass., 
was called- as a witness in a law 
suit. “How old are you?” asked 
the lawyer. “Oh, I’m about 76,” 
Mr. Little nonchalantly replied. 





“You’re rather old to be starting 
in the shoe manufacturing business 
again, aren’t you?” the lawyer 
asked. “Oh, no!” Mr. Little sharp- 
ly replied. “At least, not if you 
count the wisdom of experience, of 


value.” 
* ¢ * 
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HIOW Sleep the Brave! 





How sleep the Brave who sink to rest, 
With heels in pain and toes possessed! 
When they have hobbled through their 
day 
How gladly do they hit the hay! 
* * * 


When morning comes the Brave must 
rise, 
But trembling do they blink their eyes, 
They’re scared to death to rise at all, 
In answer to the rooster’s call! 
* * * 

The Brave have always shown fine nerve 
When savage foes come ’round the curve, 
But courage beats a sad retreat 
When forced to walk on aching feet! 

—J. Edw. Tufft 








"The shoeman was right. He said these shoes would be so comfortable I'd feel 
as though | were walking on air." 
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by RUTH HARRINGTON 


Below. From “The American Dressmaker 
Presents Her Collection” scene:—Neutral colors 
emphasized in travel and cruise coats. A lighter 
‘and rosier version of London Tan pumps were 
oe: featured with this type of costume. 


pitti 
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From the “Shore Leave” scene:—Open- 
toe shoes emphasized with informal cos- 
tumes, both in white and dark colors. 


TO the quick step of American swing-time music, to 
the roar of aeroplane sound effects, with a flood of 
new lighting illusions, the Fashion Group ran off its 
Fashion Futures, American Edition, at the Waldorf- 
Astoria, in New York, Monday evening, Nov. 22. 

This was the third of the annual fashion galas put 
on by this important organization of fashion women. 
Two thousand people crowded the Waldorf-Astoria 
ballroom to see fashion dramatics for Spring, 1938. 

This time, for the first time, not a foreign-made 
fashion raised its head or took a step upon the run- 
way. American manufacturers produced every hat, 
dress, shoe and accessory. It was a tribute to Amer- 
ican talent . . . and a good show on both sides of the 
footlights, for the audience was as well worth observ- 
ing as the stage ensembles. 

One hundred mannequins . . . seven hundred cos- 
tumes . . . and that meant seven hundrea pairs of 
shoes; We saw them all. . . flashing down the prome- 
nade and stacked in ceiling-high pyramids of boxes 

[TURN TO PAGE 42, PLEASE] 


Below and extreme right. A Right. Perforated vamp with 
“Cool-ees” in orange linen fea- important  side-lowered line. 
tured with play clothes. From Pandora shoe -from Newton 
Pasadena Slipper. Many low- Elkin. The ankle strap shoe 
heeled sport shoes, similar to with extended back line. From 
this Stetson shoe, were shown. Laird, Schober. 


The Mackey clogs, with built-up soles, strongly 

featured; and worn here with a California bath- 

ing ensemble—elastic bathing suit and printed 
cotton beach robe. 
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COSTUME jewelry, French perfumes, corsages, belts to tie 
in and harmonize with shoes and stockings and gloves? Why 
it! not? So though Frank Werner, head of one of the relatively 
few remaining family shoe stores on the Pacific Coast, and 
4 so when the Frank Werner Company’s store at 874 Market 


es eS 


































Frank Werner’s new accessory department, which 
features articles to delight the feminine shopper, 
has greatly increased the store traffic. 


Street, San Francisco, was remodeled this Fall, 
a new department was added, featuring a wide 
range of high-grade accessories and perfumes. 
This is the first department with such a wide 
range of accessories to be included in any shoe 
store in this city and one of the most interesting 
anywhere in the country. It is already bringing 
in visitors and shoppers who do not ordinarily 
drop into a shoe store to look around and is 
causing a great deal of comment and interest 
both within and outside the trade. 

This new accessories department occupies an 
important section of the women’s department 
of Werner’s. Panelled in solid walnut with elab- 
orate shoe cases, the accessories department 
features the last word in unusual adjuncts to 
feminine costumes, as well as perfume atomizers, 


The distinctly masculine atmosphere of the 
Tudor style men’s shop has resulted in many new 
men’s shoe customers. 
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SHOE STORE 
TRAFFIC 


Among the many features of the 
children’s department are the 
wall-flush, open display cases, 
indirectly lighted, in which are 
shown various styles of fea- 
tured juvenile footwear. 


fine perfumes, formal accessories, artificial flowers and 
corsages, gloves, sequin collars, belts, and similar 
feminine items, for which women like to shop. The 
aim is to give customers an up-to-the minute fashion 
service in costume adjuncts. Although the department 
has been in operation only a very short time, it is prov- 
ing difficult to keep up with the demand for costume 


jewelry, and the objective of bringing women into the 
store who would not otherwise be attracted, is being 
attained. Window space is also allotted to the display 

of accessories. 
Mr. Werner, in commenting on the reasons for the 
experiment in an accessories department, says: “It seems 
[TURN TO PAGE 51, PLEASE] 


Remodeled Frank Werner Store in San Francisco, Em- 
phasizes Costume Jewelry, Perfumes, Gloves, Belts, Sequin 
Collars and a Wide Assortment of Feminine Articles on 
the Theory That They Attract Shoppers Who May Become 
Shoe Customers and Thereby Add to Store’s Clientele 
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ARE you getting your share of the 25 per cent we 
customers buy on impulse? Are we outside, looking 
in, or inside, trying on? 

This is a tour through the shopping bags of the pur- 
chasing public. Maybe yot’ve never given it much of 


a thought. However, how many articles in the shopping _ 


bag were not on the shopping list? One out of four, 
according to several different surveys conducted in 
different parts of the country. 

All of which is a cue to how the shoe dealer can 
keep the harvest moon shining on merchandise through- 
out the year. The secret is out. We customers now 
frankly admit, after years of keeping it a secret, that 
almost one of every four purchases is one of those 
extemporaneous ones, brilliant as the flash of a candid 
camera, quick as the bell on a cash register. 

Don’t take our word for it. But the next time a 
woman member of your family struggles in with an 
armful of purchases, you might diplomatically ask: 

“Honey, just in the interest of pure science, and not 
presuming to question your household managing 
ability, which articles here were not listed on your 
shopping slip?” 

And if you’ve convinced her it’s pure science, she’ll 
reply: “Well, I really didn’t intend to buy this and 
this and this. But you know, they looked so nice, were 
such a grand value, the salesman was so pleasant—” 

After which you should guffaw heartily—might as 
well, anyway. But, being a business man, you make a 
determined mental note to see about this spontaneous 
spending, pronto. So that’s where your money goes! 
And comes! 

Shoe dealers would get more of our impulsively 
spent dollars if they realized that not every pair of 
shoes or hose, not every purse is bought with calm, 
calculated intention aforethought. Not by 25 per cent. 
What makes us buy impulse purchases? 

The Open Door Policy. “Come in and see the new 
fashions, try them on. No obligation to buy.” Special- 
ity shops find it hard to reconcile themselves to the 
public’s inclination for browsing around departmenis 


IMPULSIVELY 


/v YOURS 


An “OPEN DOOR” Policy 
for SHOE STORES 


and stores, without the slightest intention of buying. 
Many merchants still feel that when a customer crosses 
the threshold, she automatically accepts a share of the 
overhead. Put a customer in a gosh-I-oughta-buy-some- 
thing-now-I’ve-come-in mood, and impulse purchases 
take a swift static shift through space. You might 
just as well kiss the 25 per cent goodbye, wipe away 
the tears, and put your handkerchief back in your 
pocket. 

Most purchases made in specialty shops have been 
plotted and planned in advance. This differs from the 
high impulse purchasing rate of the dime stores, also 
department stores where the customer’s “Just looking” 
retort is not questioned. Probably, it was Selfridge’s 
in London which first inaugurated an enthusiastic 
Open Door Policy a quarter of a century ago. People 
actually were not expected to buy when they came in. 
Department and ten cent stores followed suit. But many 
of the individual shops have held out almost to this day. 


by 
RUTH 
MecINERNEY 


Shoe merchants 
cannot literally 
stand at their doors 
and invite custom- 
ers in. But they can 
strive to give to 
their promotion, 
and publicity as 
well as to their 
actual selling, a 
friendliness that 
will make the cus- 
tomer feel “Here is 
a store where I can 
zo with all my shoe 
problems.” 














Mr 














W hen Several Retail Surveys in Different Parts of the Country Show 

That 25 Per Cent of the Purchases Made by Customers Are “Impulse 

Purchases,” What Should Shoe Merchants Do to Attract These Casual 
Shoppers Into Their Stores? 


Of course, in the case of the shoe store, the prob- 
lem isn’t quite so simple. There’s a natural disinclina- 
tion on the part of most people to wander into shoe 
stores and go through the routine of being fitted unless 
they have something more than a vague notion of buy- 
ing. The whole atmosphere of the shoe store and its 
rather formal sales procedure tend to discourage this 
habit of “browsing around,” and it’s a distinct dis- 
advantage to the specialty shoe store that this is so. 
The department store, in this respect, enjoys a more 
favorable strategic position. It has the store traffic 
which automatically tends to bring to the shoe depart- 
ment the customers that specialty shoe merchants find 
it so difficult to entice into their stores. 

Shoe merchants cannot literally stand at their doors 
and invite customers in. But they can strive to give to 
their promotion and publicity, as well as to their 
actual selling on the floor, a friendliness that will make 
the customer feel “Here is a store where I can come 
with all my shoe problems.” 

Feeling and trying on the shoes represent as much 
as 90 per cent of the sale, according to leading shoe 











































































inerchandisers. When a plate glass window separates 
us from going through with 90 per cent of the sale. 
where’s the sale? Right. It’s a sale with a mortal 
crimp in its tail. 

But when you say, “Come in and try on any shoes 
that interest you. Visit our special Try-On section. 
No obligation to buy. Our treat,” things begin to pick 
up and take an interest in our buying habits. That 
sight-seeing, holiday, exciting feeling takes the place 
of the deliberate shopping resolution. You’re making 
it fun! You've put the first smile into the sale. And 
you know what lubricants smiles are; ask Dale Car- 
negie or any dentifrice manufacturer. 

So, we’re in the store, being led to the Reviewing 
Stand where we become our own shoe models. You 
may have to adjust the mental attitudes of the sales 
force so that when the customer leaves without buying, 
the air is not electric with disappointment. But any 
merchant will admit that a customer in the store is 
worth three in the street. And if 90 per cent of a sale 
is getting the shoe into the customer’s hands, on her 

[TURN TO PAGE 36, PLEASE | 
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A special Christmas slipper section like this one at 
Lord & Taylor's, New York, is one way of stimulating 
Sales of gift slippers during the holiday season. Shees, 
as well as accessories, are made more alluring when 
shown in a Christmas setting, as in this window dis. 
play used by Geuting’s, Philadelphia, last year. 


SHOE stores, apparently, are taking the business of 
Christmas promotion very seriously this year. In New 
York, some of the stores featured Christmas window dis- 
plays the week before Thanksgiving, with emphasis on 
slippers, hosiery and the various accessories that play such 
an important part in sales during the holiday season. This 
tendency to start the season earlier can be attributec, at 
least in part, to the fact that retailers have felt the need of 
a fresh sales stimulus, following a prolonged period of un- 
seasonably mild weather. Some stores tried to solve the 
problem by rushing into early clearances, but others whose 
management was loath to resort to such ‘drastic measures, 
preferred to make an earlier bid for the holiday trade in 
the hope of adding something to November volume in the 
last few days of the month. 
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MAKE Your 
SHOE STORE 





Somewhat the same reasoning, one anticipates, 
will cause most shoe merchants to give special 
thought to Christmas window displays, and to 
gift promotions of all kinds, during the holiday 
season. Here is an opportunity, not orly to sell 
more gift accessories, but also to build up the 
store traffic which most shoe merchants recognize 
is one of the things specialty shoe stores need to 
improve their competitive position in relation to 
department stores. Bring new customers into your 
store to buy Christmas gift merchandise and you 
improve materially your chances of selling more 
shoes, especially if your salespeople have been 
schooled in the art of tactful suggestive selling and 
if you have provided interesting interior displays 
of shoes in the neighborhood of the counter 
where accessories are sold. 

So if there are any merchants who have not 
planned up to now to make an energetic bid for 
Christmas business, it would seem the part of 
wisdom to lose no time in laying out a program 
of newspaper advertising for the remaining weeks 
and a schedule of window displays to keep the 
gift shoppers of your community reminded of the 
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fact that footwear and footwear accessories pro- 
vide eminently practical Christmas gifts, as well 
as to make them aware that your store is a gift 
shop curing holiday season. 

In this issue we illustrate some unusually attrac- 
tive Christmas windows used last year by Geuting’s, 
in Philadelphia, and also a Lord & Taylor special 
Christmas slipper section that offers a splendid 
suggestion for any retail shoe store. Practically 
every shoe store sells slippers, but there are rela- 
tively few of them that promote slippers as effec- 
tively as the department stores and the clothing and 
apparel shops. Setting aside a certain section of 
the store as a slipper section, at least during the 
holiday season, is one way to bring them more 


Within and Without, It Should Reflect 
the Spirit of the Christmas Season, and 
Thereby Remind Holiday Shoppers That 
the Shoe Store Is a Gift Headquarters for 
Slippers, Hosiery, and a Countless Vari- 


ety of Accessories, as Well as for Shoes 


and FESTIVE 


GAY 
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forcibly to the attention of customers. Slipper manufac- 
turers have created such an amazing variety of alluring 
styles that slippers really deserve a section of their own 
in every store. The stores that have made a bid for this 
business and done a real promotion job on slippers have 
in most instances been able to make a worth while showing 

in sales and profits as a reward for their efforts. 
Attracting Christmas shoppers to the shoe store is not 
an easy thing to accomplish, even with the best of promo- 
tion and advertising, but there are outstanding stores, like 
Geutings, scattered here and there throughout the country, 
that have been able to deevlop a very satisfactory gift busi- 
ness. These merchants, almost without exception, are 
agreed that one of the important essentials in developing 
[TURN TO PAGE 47, PLEASE ] 


The Geuting store, in Philadelphia, is outstanding as 
a shoe concern that goes after Christmas business in 
an energetic fashion, with beautiful window displays 
and effective advertising. These two illustrations show 
a Christmas slipper and rubber footwear window and 
a display of gift accessories. Shoes appear in both. 
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She Editors 


KEEP ON 


A BAD spot on the road. What’s to be done about 
it? It will be mended somehow, but until that time, 
what is the shoe merchant to do? 

Abraham Lincoln had a habit of going back to first 
principles for his arguments. Here is one of his famous 
stories: “When the boys want to jump high and 
far—they go back a distance from the toe mark and 
by speed and gravity they get a greater momentum 
than they would by standing still, and hence are able 
to jump higher and farther.” 

How timely the application of that story. Now is 
no time for standing still. Let’s take a look at the shoe 
industry through its long race for progress. It has 
enough speea and momentum to jump any recession 
if it will but remember the fact that it went through 
a depression with a production and distribution equal 
to 85 per cent of its normal gait—if you measure in 
pairs sold. It can do it again and should better its 
record in terms of dollars. 

Too much attention is given to total production of 
figures, as if that vast 425,000,000 pairs represented 
pig-iron, wheat or cotton. No such thing, for shoes 
are everything from children’s cacks ,to slippers to 
ola ladies’ “running shoes.” Don’t fall into the puddle 
of big figures representing everything from mail-order 
storage goods to custom shoes—a pair at a time on 
order. The whole mass should be separated into its 
parts. Too many shoes at 77 cents have little to do 
with a customer who comes in for a size—and finds 
both style and width wanting. At this very moment 
there are thousands of shoe stores short on wanted 
styles and sizes—mountains of shoes notwithstanding. 
This is a business of many parts—never consicer it as 
a whole. Many a store puts vigor into a promotion and 
sells out to the pair—or have it your own way—down 
to the irreducible six. Why? Because an enthusiasm 
carries the shoes to the publé€ over all difficulties. 

I met a shoeman this week who sold all his basket- 
ball shoes, even before the season started, because he 
knew the game, its shoe usage, and contacted every 
player in his community; because he had the time to 
put his energy into the thing he loved to sell. 

Our enthusiasm for shoes will carry us over the 
puddle—provided we think in terms of individual 
shoes moving toward the public rather than sitting back 
saying: “They are not buying.” Why, there are wide 
open avenues for shoe selling in children’s shoe spe- 
cialties and even staples—if they are “worked on” 
individually. Go back in your selling experience and 


SELLING 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


‘find some of the tried ana true approaches to the 


customer—and run them down anew. 

This may sound like picking feathers after the bird 
of prosperity has flown away—but I ask you, what 
else is there to do? Back to fundamentals and work 
like the very dickens for every pair! Ride the road 
with all the steam you've got. 

Many shoemen saw this thing coming months ago. 
Being so close to the public and keeping ears open, 
they learned that mass procuction was not balanced by 
mass distribution. Don’t blame it all on the stock 
market or the government—bad as they both are in 
perpetuating the iron-bound belief that they destroy 
business prosperity. Fundamentally, we cannot con- 
sume all we make because thé public hasn’t got the 
money to pay for it all in the year or cycle of time 
measured by bulges of goods. The customer will get 
the goods eventually—but at the expense of profits to 
industry—for the clearance call is heard the length 
and breadth of the land. 

Get rid of what is seasonally perishable, but don’t 
give dollars away for dimes on good merchandise in 
sizes and widths the public needs. Some businesses 
don’t need money so badly as to throw goods away. 
To have and to hofd is not bad business—proviaing 
it is salable in the future. Money alone makes little 
profit through interest. A sliding market may mean 
dimes and quarters for a time, but it will stiffen when 
Congress starts spending. To hold to some line—and 
fight it out with salesmanship and service—is a victory 
for shoes—even in a general defeat wave. Help is 
coming, and that very fast—one utility combine prom- 
ises $112,000,000 work projects, government will buy 
$225,000,000 worth of supplies immediately—the 
profit-tax amendment will release money for plant, 
equipment and modernization. Hous:ng will cost bil- 
lions. All forces are pouring in to prevent a conflagra- 
tion, for a forest fire is too soon kindled by unemploy- 
ment. They just can’t dribble this thing into a deep 
depression, or else. For the temper of the public is not 
in line with a policy of “wait it out.” 

So, if shoes will only remember the ‘run before the 
jump,” and will keep on running—and other industries 
follow suit—we will be on the road to better business 
in Springtime. 
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Smart shoe dealers insure against burglary and 
fire, often against floods and tornados, too, but 
some either think there will never be another big 
depression or resent discussion of the unpleas- 
antly inevitable. Anyway, not all are taking 
steps now to insure their profits if and when 
it occurs. 


Basically, there is only one sound way to in- 
sure the profits of a retail shoe business, name- 
ly, to build up a lot of steady repeat customers 
for a type of shoe no one else can duplicate— 
in fit, comfort and style. Not just an ordinary 
shoe but a shoe with patented features. Not an 
unknown shoe, but one that has been so aggres- 
sively nationally advertised that every one 
knows its name. 


Hundreds of smart shoe retailers decided to 
get this kind of profit insurance before the last 
depression. They studied the available shoes 
and selected Wright Arch Preservers. 


Read — in the words of some typical dealers 
—what happened . . . what they said in 1934 
and 1937. 


1934 
“Arch Preservers, in 1933, 
had a most noteworthy per- 
formance in our men’s de- 
partment, in a year punctu- 
ated by bank holidays and 
bad business generally.” 


Sommer & Kaufman, San Francisco, California 


1937 
*Men’s Arch Preserver Shoes 
since 1934 have out-sprinted 
all other high grade shoes 
handled by us.” 


ARCH PRESERVER SHOES 


IN-STOCK SERVICE «x NATIONALLY ADVERTISED 


PATENTED FEATURES «x SMART STYLES x 





AGAINST DEPRENSION 


PROFIT 
INSURANCE 



















1937 
“We have deemed it a real 
privilege to have had the 
right to sell these shoes in 
Detroit. Without a doubt, 
this line has held up in sales 
to a very high degree.” 


R. H. Fyfe & Co., Detroit, Michigan 


1934 
“The constant demand on 
the part of our trade for the 
Wright Arch Preserver Shoe 
has proven without a doubt 
the real merit of these 
shoes.” 


“Arch Preserver wearers are 
usually willing to ‘go light’ 
on something else in order 
that they may be able to con- 
tinue to wear your shoes.” 


“During the period (Septem- 
ber 1936 to September 1937) 
Arch Preserver sales showed 
an increase in numbers of 
pairs every month as com- 
pared to the same month in 
the preceeding year.” 


The Potter Shoe Co., Cincinnati, Ohio 


*,.. and during the last few 
years, with business on the 
up-grade, Wright Arch Pre- 
server Shoes have estab- 
lished an unsurpassed record 
in our store for constantly 
increasing sales,” 


“Our repeat business with 
Wright Arch Preserver 
Shoes is, and always has 
been, splendid.” 


George Muse Clothing Co., Atlanta, Georgia 


Today these same stores are busily building up 
more and more Arch Preserver customers. 
They know that when the next depression 
comes their Wright Arch Preserver customers 
will see them through. 
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eJ OHN H. CONNOR died on Monday, November 22, 
1937, at the American Hospital in Paris, following an 
injury sustained from a fall in the Paris office of the 
United Shoe Machinery Corporation. He was senior 
vice-president, director and head of the foreign de- 
partment since the formation of the U.S.M.C. in 1899. 

He played a part in many adventures for he made 
170 crossings of the Atlantic Ocean and four complete 
circumnavigations of the globe. He had a capacity 
for friendship, even though he was an extremely 
reticent man, and was personally acquainted with the 
captains of all the great trans-Atlantic liners. He was 
well-known to business men in every part of the world 
and kept up a continuing correspondence, that made 
him, in truth, an ambassador of trade and good-will. 
He was in Japan at the time of the great earthquake 
and his companion was the late E. P. Brown, presi- 
dent of the United Shoe Machinery Corporation. The 
two Americans escaped almost miraculously, not only 
the catastrophe but the looting, starvation and ban- 
ditry which followed. 

He was shy and embarrassed on one of the most 
delightful occasions of his life, for on his 80th birth- 
day he was almost speechless when hundreds of men 
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WORLD WAS HIS 


SHOE SHOP 


J ohn H. Connor, a grand soldier of 
progress, who enlightened an entire 
world to an appreciation of American 
shoes, American shoe machinery and 
American methods of manufacture. He 
laid down his work on the foreign fields 
he loved. 


His work will be a continuing example 
and inspiration of what American busi- 
ness men can do to bring about inter- 
national good-will. “Shoes indicate best 
the progress of mankind” and it was 
given to John H. Connor, in a long life- 
time, to do more than any one man— 
a work that actually shod the world. 


His loyalty and example will never, 


never die. 


JOHN H. CONNOR 
1854—1937 


and women, all members of the United Shoe Ma- 
chinery Corporation in Boston, gathered to present 
him with a large globe on a pedestal, to be a constant 
reminder of his voyages around the world. One pert 
young girl made a remark that amused him immensely. 
She said: “We shouldn’t have given him a globe. He'll 
find some tiny spot thereon where he hasn’t been and 
start off again.” 

He was that way, always planning the expansion of 
American shoe machinery in foreign fields—and in- 
sisting (even in war times) that the U.S.M.C. service 
its machines no matter in what part of the world this. 
machinery happened to be operating. 

Mr. Connor had been associated with the United 
Shoe Machinery Corporation since 1899 and organized 
the subsidiary companies which constitute the foreign 
business of the corporation and had general super- 
vision of all activities in connection with them since 
that time. 

He was born in Charlestown, Mass., November 15, 
1854, son of Thomas C. Connor of Halifax, N. S., and 
Mary E. Wood of South Boston. He received his early 
education in the public schools of Charlestown. Later 

[TURN TO PAGE 55, PLEASE}, 
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THE WORLD’S 2 BIGGEST MOVIE THEATRES 





SEAT ABOUT THE SAM 


RADIO CITY MUSIC HALL 
New York City. . . 5,945 Seats 


ROXY THEATRE 
New York City . . . 5,920 Seats 





Ks | but the world’s B IG (; K S T MAGAZ I N E 


reaches twice as large an audience as the second biggest 


peas the outstanding representatives in any classifica- 
tion—theatres, cities, mountains, rivers—and you'll 
find that the LEADERs often run neck and neck: Among them, 
the biggest in the world is very little larger than the second 
biggest. But here’s one case where the LEADER is so much 
bigger than the next in size that there is no comparison! 


Each week The American Weekly is bought and read by 
6,000,000 families—by far the greatest publication audience 
in the world. And, what is even more important, this tremen- 
dous circulation is concentrated in the country’s richest buy- 
ing areas—in the active marketing territories where the 

great majority of the nation’s 
families live...and where the 
vast bulk of ail retail sales are 
made. In short, The American 
Weekly produces the biggest 
consumer demand for prod- 
ucts advertised in its pages 
The by reaching the greatest num- 
AMERICAN 
WEEKLY 


ber of buying families ... in the greatest number of places. 

It is sound business to stock and feature products that 
have this matchless selling support. It means quicker turn- 
over, more sales, greater profits for you. 


What The American Weekly is 


The American Weekly is the largest magazine in the world. 
It is distributed through the great Hearst Sunday newspapers. 
In 630 of America’s 995 towns and cities of 10,000 population 
and over, The American Weekly concentrates 67% of its 
circulation. 

In each of 196 cities, it reaches better than 
one out of every two families 
In 146 more cities, 40 to 50% of the families 
In an additional 124 cities, 30 to 40% 
In another 164 cities, 20 to 30% 
... and, in addition, more than 2,000,000 families in thou- 
sands of other communities, large and small, regularly buy 


and read The American Weekly. 


THEAMERICAN 


Greatest 
Circulation 
in the World 


Aieskty 





6,000,000 NEAREST 
WEEKLY COMPETITOR 
CIRCULATION CIRCULATION 


scan **The National Magazine with Local Influence’’ 
Main Office: 959 Eighth Avenue, New York City 
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This little four-page folder, telling of the importance 

of properly fitted hosiery, is included with every shoe 

purchase and has vey increased hosiery sales for 
is store. 


Cooes & Stodder, Inc., Well Known 
Men’s Shoe Firm in Boston, Have Built 
Their Men’s Hosiery Volume by Stress- 





ing the Importance of a Proper Fit in 








Socks as Well as in Shoes. 
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$1.25, $1.95, $200, $295 COES ana STODDER, mvc. 


10 to 14 School St., Boston 











COMFORT FIRST 


BUILDS 


HOSIERY VOLUME 


SELLING men’s socks in a shoe store by stressing 
comfort seems at first glance to be rather a far-fetched 
idea but it has worked out more than well in the case 
of Coes & Stodder, Inc., on Boston’s famous School 
Street—so well, in fact, that this store has acquired the 
the reputation of doing the largest hose business of 
any men’s shoe store in the city. 

“Comfortable feet,” reasons Manager F. C. Vocke, 
“are not achieved merely by wearing well-fitted shoes. 
If well-fitting shoes are not worn over well-fitting socks, 
the feet are just as uncomfortable as though the shoes 
had been mis-fitted. In fact, we have had many cus- 
tomers complain of tired, aching feet which we have 
found, on examination, to be encased in shoes which 
were perfect fits, but worn over socks which were one 
full size too short. 

“Consequently, and because we take the view that 
we are selling foot comfort, we examine the fit of a 
man’s socks at the same time we are fitting him to 
shoes. Not infrequently, we call the customer’s atten- 
tion to it, if we find that another size sock would be 
better for his feet. And when socks are sold by sug- 
gestion, after the shoe sale has been completed, we 
don’t even ask the customer what size sock he wears. 
All our men know what size sock should be worn with 


every size shoe and that size is passed out to the cus- 
tomer without comment.” 

But that, of course, is only one of many reasons 
why this store has built its hose business to the point 
that it now carries considerably more than its share 
of the store overhead. 

Whereas many shoe stores stock only only one, or, 
at most, three grades of men’s hose, Coes & Stodder, Inc., 
have started out this season with seven, ranging in 
price from 35 cents a pair to $2.25—all of them sea- 
sonable-weight wools and mixtures. That is Item 
No. 1. 

Item No. 2 is the fact that while hose is by no means 
sold on a loss leader basis, the mark-up determined 
by the management is purposely somewhat lower than 
would have to be the case were the same grades being 
merchandised, for example, in the men’s hosiery sec- 
tion of a department store. This Coes & Stodder price 
policy, plus variety, plus quality has resulted in- 
evitably in a volume far greater than could otherwise 
have been achieved; and is justifiable because, as 
Manager Vocke points out: “After all, one of the chief 
reasons for carrying hose in a shoe store is to help the 
sale of shoes. Selling shoes is our main job and other 

[TURN TO PAGE 5], PLEASE] 












Tice Wheels start turning 


December 13 ... They are part 






bank of presses on which is being printed 


® PROMOTION | 
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Dive) the great National Shoe Fair 
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That is why we must close all forms on Saturday, December lIth 
at 5:00 P. M. at our New York and Philadelphia offices, and we 
suggest that you contact your nearest Boot and Shoe Recorder 
representative immediately and give him your advertising space 


requirements for this great issue. 
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SIGMUND MONTAPERTO 


THERE has never been a more urgent need for whole- 
hearted cooperation between the podiatrist and shoe 
fitter than exists today. Never was the public at large 
more foot-conscious or more eager to attain, as well as 
maintain, foot health as it is at the present time. More 
and more are the people being educated by the press, 
radio, and commercial advertisements that foot troubles 
often bring with them a host of systemic ailments, 
many hours wasted in trying to find comfort in appli- 
ances or treatments, and much hard-earned money spent 
without obtaining the desired results. 

It would be a happy state of affairs, as well as a 
remunerative one, if the foot doctors and the shoe men 
would join hands in attempting to alleviate the foot 
suffering public of its pedal ills rather than trying to 
dictate to each other what should be done or what 
course to pursue. The podiatrist, in referring a patient 
for shoes, is not justified in dictating to an experi- 
enced shoe man the manner in which the latter should 
fit the shoes having the prescribed characteristics. 
Neither should the shoe fitter criticize the mode of 
therapy employed by the foot doctor. 

Both fields of endeavor are of a nature requiring 
many years of trial and experience before a measure 
of efficiency can be attained. The art of healing foot dis- 
orders is not grasped merely by attending a professional 
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SHOE MAN 


AND 
PODIATRIST 


How Each Can Aid the Other by Friendly 
and Intelligent Cooperation, for the Better- 
ment of the Public and the Promotion of 
Foot Health. 


by 
SIGMUND MONTAPERTO 
Podiatrist-Chiropodist 





scheol for three years and then opening an office; nor 
is the art of shoe fitting acquired by the selling of shoes 
over a short period of time. Why, then, should the fitter 
or the healer attempt to advice one another as to the 
proper cource to pursue? Much is to be gained, how- 
ever, by both agencies combining their joint knowledge 
and applying their individual experience toward eradi- 
cating or alleviating the pains of the foot-sore public. 
There is not a shoe man in business who would be un- 
willing to benefit by the foot men in his immediate 
vicinity sending their patients to him for shoes. Like- 
wise, any progressive podiatrist will readily admit the 
importance of having shoes well fitted as a necessary 
adjunct to his treatments. Obviously then, by a co- 
operative dealing with foot problems, there would re- 
sult many benefits to both parties, in a material sense 
as well as the moral one. 

Too often is a diagnosis of a foot pain made at the . 
fitting stool. Minor aches and pains are frequently dis- 
missed by the shoe man in his dealings with a customer 
with the assertion that all that is needed for relief is a 
better pair of shoes, well fitted. True, that such is often 
the case; however, equally true is the fact that these 
minor aches and pains may well be the incipient symp- 
toms of Buerger’s disease of the leg arteries or of 

[TURN TO PAGE 36, PLEASE] 































BOOT AND SHOE RECORDER, December 4, 1937 Page 35 


UAC 


SOFT BOX TOE 
AND COUNTER 
MATERIAL 


For Shoes in which special 






flexibility of Toe and Counter 


is desired 





This material gives extra pliability to 





the heel and toe portions of shoes. 


The use of this material in children’s 
shoes is the logical means of secur- 
ing desired strength with more than 
ordinary flexibility at toe and heel. 
Shoes made this way will appeal to 


parents for young and active feet. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Impulsively Yours 


[CONTINUED FROM PAGE 25] 


feet, you’re certainly not on the short 
end of the score, are you? 

Speedy service made possible by 
stockkeeping that helps the salesman 
select sizes quickly, prevents us from 
losing interest in a line. Often, when 
a salesman goes off to find a size or a 
style, and time marches on, so does 
our cordiality for that particular shoe. 
Impulse sales are like waffles; they 
have to be made fast and consumed 
while hot. 

If window displays—and any cus- 
tomer will agree shoe windows are 
among the brightest of any type store 
—if displays bring us into the shop, 
oughtn’t they help keep us there? A 
blank, uninteresting wall of boxes 
reaching from floor to ceiling, and as 
far as the eye cares to wander (until 
it droops in sleep), does not keep 
alive the eagerness awakened by the 
outside display window. Why not in- 
side displays, visible boxing, a chance 
to see the stock while waiting for sales- 
men to find sizes? Hosiery, purses, 
house shoes, bedroom slippers, espe- 
cially, lend themselves to this type 
of impulse purchase. Then the train 
of thought will not be derailed from 
the main line, dress shoes, which is 


usually what we’re interested in when 
we enter. 

The sale progresses. Of course, we 
haven’t the slightest intention of buy- 
ing. But lo, the salesman has adroitly 
narrowed down the choice, removed 
from the vicinity distracting elements 
such as those shoes we’ve tried on and 
didn’t enthuse over. Gradually, the 
salesman concentrates the sales talk on 
ene pair which he honestly believes is 
best suited to the customer. And from 
then on, it’s up to the customer to fit 
the shoes into her own wardrobe and 
pudget. No salesman can do this for 
a shopper because he can’t possibly 
know all the details of the situation. 
That’s why silence at the right time is 
golden and negotiable. 

The salesman can say, “Walk up and 
down and see how you like them,” and 
then retreat discreetly for a few 
moments. 

In any event, free and easy friend- 
liness from start to finish, giving the 
customer a chance to intimately know 
the merchandise, see it, feel it, try it 
on means getting in on the ground 
layer of the nation’s shopping bags. 
Don’t worry if you’re not on the shop- 
ping list. 





Slipper Manufacturers Busy 


Boston, Mass. — Slipper factories 
are busy in .the New England territory 
completing slippers for the Christmas 
season. It’s reported that slipper out- 
put, for the entire country, is at the 
rate of 1,000,000 pairs a week, which 
is the highest rate of record. Govern- 
ment figures show an output of 36,500,- 
000 pairs for the first nine months of 
1937 which is 3,500,000 pairs more than 
were made in the like period of 1936. 
The gain is on both hard-soled slippers 
for men and the new types of soft- 
soled slippers for women. The gain is 
accounted for in part by improvements 
in manufacturing which enable makers 
to supply consumers with a better 
value for their money. 





Unique Window Plan 
for Store Front 


TOPEKA, KANS. — A new system of 
windows that is especially desirable for 
family shoe stores has been installed 
by Payne’s, 50-year old Topeka shoe 
store. 

The new windows are composed of 
five distinct units on either side of the 
entrance to the store. They are stag- 
gered accordion-like from the sidewalk 
line; so that each section is visible from 
any sidewalk angle. 

The back walls are decorated with 
plaster paneling, tinted a light buff. 
Fitted into the panelings are doors 


which open into each unit but which are 
invisible from the front. Thus it is 
possible to change the display in one 
unit without disturbing the rest. 

The ten different sections provide 
ample space for the many displays 
necessary to attract all kinds of cus- 
tomers, men, women and children. They 
also make for increased efficiency of 
trimming and have unlimited possibili- 
ties for individuality in display. 

Payne’s Christmas window decora- 
tions comprise two enormous red and 
white holly sprays for the men’s sec- 
tions, and the same idea in blue and 
white for women and children. Hosiery 
and house slippers feature the Christ- 
mas idea. 

The versatility of the new window 
arrangement provides, for example, one 
section for children’s shoes, another for 
corrective shoes, another for emphasis 
on style or construction. 

The front of the building, which has 
been remodeled along with the new 
window installation, is constructed of 
the new black structural glass, an in- 
creasingly popular type of store front 
for retail outlets. 





Appoint New Midwest Agent 


New YorK—The Cedar Cliff Silk 
Co., Ine., 8357 Fourth Avenue, this city, 
has appointed the Charles E. Wilkins 
Company, 1602 Locust Street, St. Louis, 
Mo., their new agent in the Midwest to 
cover that territory with their line of 
fabrics. 
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Shoe Man and Podiatrist 


[CONTINUED FROM PAGE 34] 


Koehler’s disease of the second meta- 
tarsal head. 

A ‘comparatively simple complaint, 
such as a periodic contraction of the 
large toe dorsally, might be dismissed 
as being strange but unimportant. Yet 
such a reaction can be one of the 
earlier signs of a spinal lesion, or per- 
haps a brain tumor. Such a case was 
seen by the writer, in which the large 
toe reaction, or the Babinski sign by 
which term it is known neurologically, 
was the only complaint described by 
the patient, a young woman. She be- 
lieved that it was due to short shoe 
fitting, causing the large toe to buckle 
backward every so often. It was ulti- 
mately found that the young lady was 
suffering from a multiple sclerosis of 
the spinal cord when she was referred 
to a neurologist for consultation. Yet 
this condition had gone unattended for 
some time while she tried to find shoes 
that would give the first toe the length 
it was thought she needed. An un- 
usual case perhaps, but nevertheless 
indicative of the possibility that seem- 
ing insignificant complaints as to foot 
pains might well merit thorough in- 
vestigation. 

The public today is a very much en- 
lightened one. Patrons of a reliable 
store are appreciative of the fact that 
their shoe man strives to maintain foot 
health when fitting shoes. They are 
often indebted to the latter when he 
realizes that their feet are in need of 
professional ministrations and _ tells 
them so. Podiatry as a profession must 
depend to a large extent on the re- 
tail shoe industry, particularly the 
orthopedic branch, for the better per- 
formance of its duties. Foot disorders, 
whether of functional or organic origin, 
and irrespective of the form of therapy 
utilized, can only be successfully 
treated if shoes of the proper last and 
well fitted are resorted to, so as to 
permanently maintain the good that 
has been instilled in the feet by treat- 
ments. It has always been hoped for 
by this writer that one day podiatry 
and the shoe industry would join forces 
as have so successfully the dental prod- 
ucts industry with dentistry—a case 
of one hand washing the other... 
for mutual benefit. Let us hope that 
this day is not too far distant. 


—_————— 


Leases New Factory 


PoRTSMOUTH, N. H.—The Consoli- 
dated National Shoe Corporation of 
Boston has taken a lease on the build- 
ing on McDonough Street and will em- 
ploy approximately 300 persons. 

The firm will start work immediately 
renovating the plant which has been 
idle some time and it is hoped to begin 
operations by December 1. The con- 
cern also has factories at Sanford and 
Springvale in Maine, Milford, Marl- 
boro and Webster in Massachusetts, 
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\ © PARISIAN BLUE | 
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° © CARDINAL . 











ates sateiles aud manufacturer, for milady 's eager purse pm fashion—wise, yay 
desive for beauty, soft-napped, evenly hansad Surpass nals Kid 1s mow offered 


in the following color range : 


No. 81 Carrot Tone 
No. 82 Copper 
No. 83 Cubana 
No. 84 Spanish Tan 


No. 101 Fawn 
No.l02 Cardinal Red 
No.!03 Bordeaux 
No.104 Royal Purple 


No. 91 India Brown 
No. 92 Bisquette 
No. 93 Paris Grey 
No. 94 Delft Blue 


No. 85 Brown Spice 
No. 86 Marine Blue 
No. 87 Rose Berry 
No. 88 Sand 


No. 95 Dusk Green 
No. 96 Scone Grey 
No. 97 Smoke Grey 
No. 98 Parisian Blue 


Black 
White 


No. 14 Pastel Green 


No. 15 Pastel Pink 
No. 16 Pastel Blue 


No. 99 Tuxedo Green 
No.l00 Cocoa Shell 


No. 89 Sandstone 
No. 90 Chateau Wine 


Swaps =e 


Oe 
cc EXECUTIVE 
PHILADELPHIA OFFICES : 
AND 
GLOVERSVILLE PHILADELPHIA 






New York, Boston, Cincinnati, Milwaukee, St. Louis, London, Paris, Milan and other foreign cities 





Se ee 
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MEDIUM 






“SPECTRO™ 


REISSUE PAT. NO. 20164 


LEATHER-FIBRE HEELS 


Are light, sturdy, smart. 
° 
Won't scuff, crack or chip. 
° 
Hold a rich, natural, lustrous 
appearance. 
© 
Offer strength, lightness, com- 
fort, at lower cost. 
° 
Ht pays to prefer "SPECTRO." 
° 





Rrowreree, 


MANUFACTURERS OF “SPECTRO” AND OTHER QUALITY LEATHER FIBRES 


Ss... sar 
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-- Fitting Shoes, and How 
ng 
By William Pidgeon 


Chairman Orthopedic Committee, National 
Shoe Retailers Association 


All shoes that are worn are fitted. In fact, as soon 
as a shoe is put on the foot it is fitted. But we must 
admit that some are very poorly fitted; some are cor- 
rect, but some are fitted in a way that almost makes 
it criminal. Let us recognize the fact that they are 
fitted in-many different ways, from the indifferent 
retailer to the self-serve and bargain table method. 

Now, having faced these very real facts, let us 
assume any retailer anywhere, large or small, really 
senses the tremendous power and strength of building 
a reputation for fitting shoes properly to the human 
foot. What are the elements that enter into it? Let 
us look at some of them. 

The important thing is the selection of lasts that 


' will cover the general needs of the human foot. Note, 


I say general needs, because there are fitting problems 
which can only be met by having special lasts. This 
is not absolutely necessary, but as one goes along these 
special lasts can be added. 

What types of lasts are actually needed in any store 
of this kind? I would say two elements are needed 
first, and they are toes and heels. In heels one should 
have 8/8, 10/8, 12/8, 14/8, 16/8 and up and toes 
ranging from wide to semi-dress and dress toes. As 
long as shoes are worn by human beings, heels and 
toes of this general character will be called for, and, 
if properly designed in patterns that fit, they will sell 
in gradually increasing volume. These types are the 
bread and butter of a man’s business and usually carry 
the load and get turn-over for him. 

A good last, once you discover it, is like finding a 
great treasure. Lasts are still a great mystery. Just 
why some do and others do not fit is not always clear, 
but all of us know that some lasts do fit and some do 
not. When we discover a last that fits in any line of 
shoes at any price we may be working with, it is the 
part of wisdom to give it great thought. If it actually 
fits and has general acceptance and folks come back 
for it, and if we have it only in a black kid let us say, 
why not try it in white or tan or blue or other types? 
Once we discover it, carry it in widths and sizes, have 
it always on hand, work it hard. Soon you will dis- 
cover another last perhaps in a higher or lower heel 
and “Oh boy, it fits!” Do the same with this last. 
Keep it, play it, build different shoes on it. Enthuse 
over it and sell it to your clerks. In time the lasts you 
use will be the most important part of your business 
and in many cases more important than the leather 
in the shoes. 

Different heights in heels are necessary as I have 
noted before. But also let us say this is true of toes. 
Some feet actually must have and desire a wide toe, 
some a medium, and some can wear a narrower toe, but 
here, too, one must make a selection that is wise. 





+ 
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No store will be able to attain 100 per cent perfection 
in fitting. Always there is the unknown element of 
difficult feet and imperfections of shoe making and 
physical defects that no one can foresee. And so it F oot Comf or t 
happens that we shoe men are faced often with misfits rn 
through no fault of our own and let us say no fault IS A SELLOUT AT 
of the customer. We are faced with the fact that the 
shoe is not right and is only injuring the foot. What $ 00 to i 
shall we do? 

My answer is and always has been: let the retailer Two Black Kid Dover Last Oxfords 
be sure he does not penalize the customer. If in his 
judgment it is short or narrow or not proper, make it 
good. Make it good with a smile. Send the customer 
out with a glad heart, feeling you have not lied to 
her, either personally or in your advertising. If you 
are imposed upon occasionally it is not a great ele- Fitted with metatarsal pad 
ment, and my experience has proven that most people 
wish to be honest. This philosophy is much sounder 
than most folks are crooks. Watch them. 

Again, a good sound reputation for fitting shoes No. 9726 
properly cannot be acquired in ten minutes. It requires Blucher 
time and in this day of rush and bustle, one had better 
play some other game if one cannot work with time 
and expect to build solid and sure. I am reminded of 
a certain retailer that sold only extreme style shoes, 
and every so often he would get a spasm that he 
wanted some staple business. He would then buy some 
well-known line of good shoes, play them for a few 
months, and finally throw them out in disgust and with 
the feeling it was all bunk. But in six months he would 
do it all over again with some other line. He did this 
‘ for years and finally went broke. 

i No, it does not work that way. You must sell yourself 

an Ideal. Be sure it is what you want and really see, 
and if it is selling shoes plus, stay with it and with it 
and with it, and it will finally stick and click. 

Again, not only an Ideal is necessary, and well- 
chosen lasts, proper measuring devices, and salesmen 
that understand fitting, but another equally important 
factor is that we shoemen must know people. In other And real comfort it is . .. Soft Black Kid 
words, we really must be good psychologists. We are leather . . . combined with Connolly's 
called upon to serve folks of all kinds and they are unique corrective construction. To retail 


; $5.00 to $5.50. A lot of shoe for this un- 
very different. For the purpose of clearly understand- wameiiy low pelam: Camaaliy’s in Steak 


by Connolly 


with long arch support counter. 


ing our job, I propose to divide them into groups. A department is equipped completely to 
few of them I shall name, viz.: Good Natured Cus- serve your needs quickly. Write for our 
tomers, Insulting Customers, Unreasonable Customers, catalog . . . it pictures our complete 
Silent and Mum Customers, Strong Minded Customers, line of Exclusively Kid and Kangaroo 
Bargain or Price Customers, The Know-it-all Cus- Men’s shoes. 

tomers, The Undecided or Don’t Know Customers, Style r 8 c D —E 
Fussy Customers, Timid Customers, Old and Young 9026 7/12 6/12-s«B/12,s«6/12_—s«G/12 


. : agp : 97. 7/12 6/12 6/12 6/12 6/12 6/12 
and Sick Customers, Customer with Advising Friend. 7 , 4 v 4 v 


They all wear shoes. Someone will sell them. Why 
not you or me? What are the tools we use? Well, 
there is first our store and its equipment, which should 


CoNNOLLY 


be good. Second, there is our merchandise and prices, SHOE COM PAN Y 
which should be correct. Third, there is our own per- 
sonality or the personality of our salespeople, which Stillwater, Minnesota 
in a very real way reflects the owners’ personality to 

[TURN TO PAGE 43, PLEASE] 














BOOT AND SHOE RECORDER, December 4, 1937 misiciad 








Page 40 


UNISHANK 


- BREASTLOCK 
HEEL 
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STRENGTH 
SECURITY 
ECONOMY 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 


The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
rigid arch support that is vitally essential. 


Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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Shoe Veews 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, DECEMBER 4, 1937 


_ NATIONAL NEWS 





ne ee Shoe Men Score Trade Pact 





Manufacturers, Labor Leaders and City Officials Join 
in Unanimous Opposition to Proposed 
Czechoslovakian Trade Treaty 


Boston, Mass.—As the result of a 

meeting called by Governor Hurley of 
Massachusetts to discuss what he 
termed a crisis in the Massacusetts shoe 
industry, shoe manufacturers, labor 
leaders and state and municipal officials 
voted unanimously on November 26 to 
set up an active lobby at Washington 
as an effective means of combating the 
proposed reciprocal trade agreement 
with Czechoslovakia insofar as it may 
permit the importation of shoes in un- 
fair competition with those made in 
the United States. 
_ The committee, the appointment of 
which was suggested by James H. 
Stone, secretary of the New England 
Shoe and Leather Association, in the 
course of an address in which he out- 
lined the gravity of the situation, is 
headed by James T. Moriarty, state 
commissioner of labor and industry, and 
includes Michael F. Phelan, Eugene M. 
McSweeney, Raymond V. McNamara, 
John L. Campos, Thomas F. Curley, 
John J. Kearney, Edgar Arcand, Ar- 
thur T. Race, John J. Mara, head of 
the Boot and Shoe Workers Union; 
Powers Hapgood, head of the two shoe 
unions affiliated with the CIO; Daniel 
K. Collins, James H. Stone, Thomas A. 
Delaney, secretary of the National Shoe 
Travelers Association; George Barkin, 
John H. Morris, Raymond F. O’Con- 
nell, Paul Shaughnessy, Abe Bloom and 
a number of. mayors of cities vitally 
interested because of the presence in 
those cities of large shoe.factories. 

As the chief spokesman for the boot 
and shoe industry, James H. Stone 
warned that: unless some measure of 
relief is given, the shoe industry in 
New England will face destruction be- 
cause of the impossibility of competing 
with foreign shoes made at low cost. 
He asserted that the differential be- 
tween Czechoslovakian and American 
shdées ranges from 35 to 50 cents a 
pair for shoes of equal quality and fin- 
ph and that the present. 20 per cent 





DATES TO REMEMBER 


National Shoe Travelers Association 
Twenty-Seventh Annual Convention, 
Hotel Morrison, Chicago, IIl. 

January 1, 2, 3, 1938 


National Shoe Fair, Hotel Stevens, Chi- 
cago, Ill.-.......... Jan. 3, 4, 5, 6, 1938 


Northwestern Shoe Retailers Regional 
Association Annual Convention-Ex- 
position, Hotel Radisson, Minne- 
apolis, Minn.....Jan. 9, 10, 11, 12, 1938 


Joint Cine and__ Exhibition 
Southwestern Shoe Travelers Asso- 
ciation and Texas Shoe Retailers 
Association, Fort Worth, Texas 

Jan. 9, 10, 11, 12, 1938 


Michigan Shoe Dealers Association 
Annual State Convention, Hotel 
Statler, Detroit, Mich. - 

January 9, 10, 11, 1938 


Indiana Shoe Travelers Association 
15th Annual Convention, Claypool 
Hotel, Indianapolis, Ind. 

Jan. 16, 17, 18, 1938 


Southern Shoe Exposition, Miami- 
Biltmore Hotel, Coral Gables, Fla. 
Jan. 17, 18, 19, 1938 


Middle Atlantic Shoe Retailers Asso- 
ciation Annual Convention, Benja- 
min Franklin Hotel. Philadelphia, 
| re February 13, 14, 15, 1938 





tariff is entirely inadequate to afford 
protection to American shoe manufac- 
turers. 

The resolution by which the commit- 
tee was created also urged the enact- 
ment of wage and hours legislation as 
a means of placing the workers of 
Massachusetts on a parity with those 
of other states. 


a 4 





Open Consolidated Offices 


‘ MILWAUKEE, WIs.—The Mid-States 
Shoe Co., formed recently through a 
consolidation of the Huth-James, Ideal 








and Walter Booth shoe companies, has 
opened consolidated offices and stock- 
rcoms on three floors of the Hansen 
Glove Bldg., here. The various plants 
of the shoe firm are not affected by the 
consolidation. The three firms had pre- 
viously maintained separate offices in 
Milwaukee. 


Pioneer Shoe Retailers 
Hold Dinner 


DENVER, CoLo.— Celebrating more 
than 280 years of combined service to 
the retail shoe trade in Denver, seven 
pioneer retailers gathered in the Den- 
ver Athletic Club on Tuesday, Novem- 
ber 16, to enjoy a banquet engineered 
by John J. Fontius. 

Mr. Fontius, president of the Fon- 
tius Shoe Company, now one of the 
largest and busiest shoe stores in the 
West, gave the six other shoe men who 
had grown in stiff competition with him 
during the past half-century, invita- 
tions as a surprise. Gathered together, 
all the old-time dealers agreed that 
they had experienced a remarkable rec- 
ord of “clean competition among them- 
selves” and ‘testified that each had 
profited by his friendship with the 
others. 

Of the seven, only one had begun in 
any other capacity than salesman, buy- 
ing his own store at twenty-five. All 
the others had worked up through the 
ranks in the same way, moving into 
small managerial positions in the 
1900’s, then purchasing individual busi- 
nesses within two years of each other 
and enlarging until today each is the 
head of a leading store. 

The guests were Jacob Olcovich, 
Charles L. Davis, Robert J. Muth, Wil- 
liam H. Barnett, Herbert L.. Peebles, 
and O. W. Henning, oldest shoe dealer 
in Colorado at 82. All these names are 
prominent in western shoe history, 
marking the establishment of success- 
ful business long before the advent of 
completely mechanized shoemaking. 

As a humorous note, all guests 
brought old-time boots and shoes of the 
period when each opened his own store. 
Old high-buttons, narrow-last dress 
shoes ‘and others were the center. of 
much merriment. 











| 
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DANVERS SHOE CoO. 
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HAND CRAFTED 
QUALITY SLIPPERS 


{OPERAS 


EVERETTS 
Price $1.90. 


ROMEOS k 
i Price $2.20. 


NEWBURYPORT, MASS. 








Fashion Futures, American Edition 


[CONTINUED FROM PAGE 21] 


in the dressing room. A stupendous 
job of shoe coordination . .. and an 
outstandingly successful achievement. 

All the critics who say that shoes are 
neglected in fashion shows should have 
seen how shoes came into their own in 
this particular performance. 

Sports clothes, as the most typically 
American contribution to fashion, 
dominated the show. And sport shoes 
took the spotlight. Most startlingly 
different was the clog with the exag- 
gerated built-up sole. (Shown in the 
photograph.) 

Perhaps we shouldn’t mention that 
this particular fashion originated on 
the Italian Riviera, but at any event, 
it has taken American promotion sense 
to place it as the newest note in resort 
footwear! It appeared again and again, 
adding “cubits to stature” and pointing 
its practical importance as the shoe 
that keeps bare toes free from the sand. 

For play clothes and active sports 
clothes the short, chubby look regis- 
tered strongly. “Trucking” shoes were 
in the picture again and again. . . 
up to the final crescendo of an Arthur 
Murray team doing the “Big Apple” 
in rubber-soled, tan-saddled white clod- 
hoppers. Shoe fashions may, in general, 


be more feminine, but there’s still an 
important place for the run-about 
‘little girl’ shoe . .. and Fashion 
Futures didn’t let us forget it! 

As an organization whose slogan is 
“good taste,” the Fashion Group Selec- 
tion Jury held open toes within bounds 
and endeavored to show them only with 
“appropriate” costumes. But in the 
Spring and Summer there are, evident- 
ly, plenty of appropriate occasions, for 
the open toes was there in profusion. 
But it was a very little, “Peeping Tom” 
of an open toe. The peep-toe pump 
shown in the sketches, with a sugges- 
tion of a “V” cut at the throat proved 
to be an extremely versatile pattern. 
It was registered with cruise clothes in 
a lighter and rosier version of London 
Tan. And it appeared also in dark 
colors for cocktail costumes and whites 
for mid-Summer wear. 

Extremely effective for Spectator 
sports clothes was the famous “Devil” 
shoe, developed in bright colors of alli- 
gator. This, of course, is the model 
with a raised tongue in front—lowered 
sides—and a little suggestion of an- 
other tongue at the back of the heel. 
In more opened-up versions, this looks 
like an outstanding note for Spring 


promotions. In general, the insistence 
on “extra” shoes in contrast colors was 
good propaganda. They looked so smart 
and so right with informal clothes that 
“recession” or what have you, they be- 
long in fashion stocks for Spring. 

Mahy “soft-toe” patterns with punch 
through perforations did their steps. 
The shoe sketched with its lowered 
side-line is a significant “Future” sil- 
houette. It has that suggestion of 
lowered lines that will be so important. 
Spring shoes may sometimes’ be cut 
high at one point, but they must go 
down at another to look new—and sea- 
sonable. 

There was very little black in the 
show. This, as carefully explained by 
the program, was not because black 
was not considered basically important, 
but because it was not a good choice as 
a “show-piece.” Color had it heyday. 
Sharp “dissonant” costume contrasts 
for high style effects were important, 
as in a violet and turquoise costume 
combination. Shaded effects of one 
color family were also strong... now 
christened “Progressive colors” by the 
Fashion Group (and a very good name, 
too.) 

The basic, volume color that did 
register strongly was the whole range 
of blues. This blue family was high- 
lighted in two interludes. In the scene 
called “Acessories, the American Match- 
word” three shades of blue were fea- 
tured ... navy, cornflower and moon- 
stone (a light, grayed blue). A great 
variety of accessory and shoe colors 
were shown with these blues . . . black, 
blue, rusty tones. 

Then, in the finale called “America 
Dresses the Millions” where a big 
chorus was turned out in inexpensive 
little dresses, four blues were shown. 
Navy, royal, cornflower, pastel. The 
ensemble across the vast stage in this 
“progressive” color range was a sight 
to see. And shoe retailers, took note 
that the shoes in this scene were both 
regulation navy and the lighter, 
brighter purple blue that should be 
shown this Spring. 

Without question, all the blues are 
the Fashion Future color of the great- 
est significance for the coming season. 
And your smart customers will want a 
lighter shade than marine (plus 
marine, of course) for her Spring. shoe 
wardrobe. 

In evening shoes, the outstanding 
note was latticy effects. The lattice 
slipper sketched is typical. That “laced 
look,” the glorified ghillie, cothurne, 
ballet slipper, directoire fashion, or 
whatever you want to call it, is tops 
for the new evening picture. The 
evening shoe of 1938 is bound about the 
foot with banded straps or has some 
suggestion of delicate crossed and inter- 
laced treatment. (We noted that the 
ankle strap is also still in the picture, 
for evening, afternoon and even in a 
sports shoe with a built-up leather 
heel!) 

As to the materials shown, you 

[TURN TO PAGE 56, PLEASE] 
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Christmas Package Increases Unit Sales 


Datras, Tex.—Many an extra pair of evening or 
boudoir slippers goes out from Neiman-Marcus to 
Texas Christmas trees because of this Treasure Chest 
sales idea. The idea, originated several years ago by 


This novel and attractive gift package has greatly aided 
in increasing unit sales in the shoe department at Neiman- 


Marcus in Dallas, Texas 


Stanley Marcus, has gained momentum each succeed- 
ing Christmas shopping season. 

“How much more delightful,” read Neiman-Marcus 
advertisements, “to surprise her with a whole chest of 
gifts, such as negligee, boudoir slippers, hosiery, etc.” 

The Treasure Chest is a sturdy, compartment-type 
box given free with purchases over $25. A nominal 
charge is made when the total assemblage of co- 
ordinated gifts is less, but usually the total amounts 
to far more than $25. 

Besides shoes, bags and hosiery are other popular 
“fill-in” items. 

The box, in silver and white with a colored knob, 
is so attractive that the recipient may use it on and 
on as a hosiery, boudoir or evening shoe box. 

“The box is made in our store,” said Burt Eastman, 
shoe buyer. “We are such converts to attractive gift 
boxes and wrappings that we keep a year-round staff 
busy with their execution.” 


Fitting Shoes, and How 
[CONTINUED FROM PAGE 39] 


the customer. What are the powers and human tools 
which salesfolks should use? Here are a few. Comfort. 
Beauty. Pleasure. Wear. Saving and Economy. Imita- 
tion. Self-Protection. Tools for Salesman. 

In conclusion let me sum it up. Settle in your own 
mind what you want to do in the shoe business. Once 
your mind is made up, go to it with enthusiasm. Sell 
the idea and ideal to your salesforce. Sell the ideal to 
the public in your community. Keep at it long enough 
to let it get ripe and bear fruit. Be big enough to face 
your errors and mistakes. Then plug. Learn. Plug some 
more. Watch for new ideas to fit into your Ideal and 
the gods can do no more. 
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to Your Customers,— 
explain how easy 


it 1s to apply 
VIX-ENE 


You'll be surprised at 
the number of extra sales! 







Some stores keep a supply of Vix-ene near the 
cash register and, rainy or snowy days espe- 
cially, suggest Vix-ene—stressing the “pre- 
vent colds” and “easy to apply” ideas. 


VIX-ENE 


penetrates deeply as a liquid, then becomes a 
pliable semi-solid that will not rub off... 
a fact which makes Vix-ene excellent for 
leather jackets and all outdoor leather equip- 
ment. 












VIX-ENE Is Also Made 


in Paste Form 






































EVERETT & BARRON CO. 


Providence and Toronto 
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Only Guduiduake CORRECTION 


Can Actually Restore FALLEN Arches To Normal 


This scientifically demonstrated fact is em- 
phasized in our big 1937 national advertising 
campaign. In these ads the public is told how 
Dr. Scholl’s Arch Supports are molded to each 
foot’s individual needs {no two feet are exactly 
alike}; how they are progressively adjusted to 


WRYATOE 


ARCH SUPPORTS 


oot Comfoul 


APPLIANCES 


facilitate correction and why so-called “arch 
support” shoes cannot meet these vital needs. 
Take advantage of this rapidly awakening pub- 
lic consciousness to the need of Dr. Scholl’s 
Arch Supports for true correction. The profits are big. 
Write for catalog. The SCHOLL MFG.CO.., Inc.,Chicago. 


Dr. Scholl’s Foot-Eazer 
eases the feet, body 


nerves. 









REMEDIES 








Boston Travelers to Hold 


Annual Banquet 


Boston, Mass.—The annual meeting 
and banquet of the Boston Shoe Tra- 
velers’ Association will be held this 
year at the Hotel Essex on December 
18 at 1 p. m. Besides the usual order 
of business and the election of officers, 
there will be a Christmas party at 
which a few brief speeches will be 
made. The same brevity will apply to 
the annual reports. 

The question of the importation of 
foreign-made shoes will be taken up at 
this meeting. Also, a prominent speaker 


among the members will talk on-busi- — 


ness conditions in the shoe industry 
today. ; 

In place of extended orations, the 
better part of the afternoon will be 
devoted to an elaborate program of en- 
tertainment. . 


This annual Christmas dinner.of the - 


association has always been an out- 
standing event and this year the com- 
mittee anticipates a meeting that will 
exceed all previous records. The com- 
mittee in charge has spared no effort 
to bring this about. 

The committee is as follows: 

John E. Thomas, president; Fred 
Pacifici, vice-president; George Tucker, 
George McIntire, A. P. Richards and 
Karl S. Stephens, executive committee. 

All commercial traveling shoe sales- 
men who are in the vicinity of Boston 
on this date are cordially ‘invited to 
attend this affair and will -be special 
guests of the association. “¢ 





Furnishes Shoes for 
Needy Children Loa 


St. PETERSBURG, FLA.—As the result 
of the activities of the Exchange Club, 
several hundred pairs of shoes were 
bought for needy children last Christ- 
mas. 
this promotion as their Christmas 
activity for 1987, and it is expected 
that close to 500 pairs of shoes will be 
secured. Each child is carefully fitted 
with a proper and good looking pair oF 
shoes. ’ i 


The Club has again undertaken 


Window Space Sells’ Children’s Shoes 





Chicago, Ill_—Devoting adequate space in the windows for the exclusive dis- 
play of children’s shoes has greatly increased the children’s shoe business for 
the Ben Davis Shoe Company, 3257 Lawrence Avenue, this city. 

In this store the children’s department is not regarded as a stepchild but rather 


one of extreme importance. 


A complete and full stock is kept always on hand, 


and coupled with careful and conscientious fitting, has resulted in the growth of 
their children’s shoe business far beyond the general business increase in this 


store. 





- .Richmond Shoe Men Hold 


Stag Supper 


“RICHMOND, IND. — The recently or- 


‘ganized Richmond Shoe Club, composed ° 


of shove dealers and employees, held a 
‘stag ehili supper as a feature of their 


-~monthly meeting. Ray Wickemeyer is 


president of the organization. The 
other officers are E. J. Everly, vice- 
president, and M. L. King, secretary- 
treasurer. 


Moves Sample Room 


CLEVELAND, OHIO — Allen Kramer, 
representing Brilliant Brothers, Roger 
Brothers, and Superior Shoe Co.,. has 
moved his sample room from 711 W. 
St. Clair Avenue to 606 W. St. Clair 
Avenue., 3}... ° ciety SEE ot 
- Mr. Kramer stated that the move was 
necessitated because of increased busi- 
ness: His new location’ affords the addi- 
tional facilities. 
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The new Diamond Brand 
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Aluminum Fast Color Eyelets 


have many points of superiority. 
\ Chief among them are: 
¥ @ ALUMINUM BASE 
@ CELLULOID TOPS 
@ FAST COLOR 
@ ROLL SETTING 
@ NON-RUSTING 
@ DURABILITY AND 
DISTINCTIVE APPEARANCE 





UNITED FAST COLOR EYELET COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Men's Shoes 
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PAW CORD 


SOLE & HEEL ° 


LEATHER 
QUARTER 
LININGS 
. . 
SPECIAL WATER 
RESISTING TANNAGE 
° 


CCASIN LAST 






GREA 
EASTERN 
SHOE CO. 


186 LINCOLN ST. 
BOSTON 











Dayton Retailers Plan 
Christmas Party 


DayTON, On10—“Santa Claus is com- 
ing to town” is the theme song of mem- 
bers of the Dayton Shoe Retailers Club 
as they begin to make plans for the 
annual Christmas party to be staged 
during the December 8 dinner-meeting 
to be held in the Chinese Room of the 
Hotel Miami. 

M. H. Riggs, club president, has in- 
structed Jim Gabler, club secretary, to 
send out notices that each member must 
bring a gift, costing not more than a 
dime, to the December meeting. A small 
tree will be in the center of the long 
table and the gifts placed around it. 

President Riggs will act as Santa 
Claus and will distribute the gifts 
which will be numbered. Each member 
will receive the gift bearing the num- 
ber he draws from a hat. 


~ 
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Cohen with Boston Shoe Co. 


Los ANGELES, CALIF.—Abraham I. 
Cohen is now associated with the Bos- 
ton Shoe Co. whose sales rooms are at 
821 South Los Angeles Street, this city. 





ABRAHAM COHEN 


For the past twenty years, Mr. Cohen 
has been connected with the women’s 
novelty shoe business, having been with 
some of the largest wholesale houses in 
Boston. He is considered an expert 
stylist and knows shoe construction 
thoroughly. so will concentrate on this 
branch of the business. 

The Boston Shoe Co. will continue 
to feature their already established line 
of men’s dress and work shoes. The new 
line of women’s novelties, selected by 
Mr. Cohen will augment the lines al- 
ready carried. 


Latt Opens New Men’s Shop 


HARRISBURG, Pa.—Herman Latt has 
opened a new exclusive men’s store, to 
be known as Hermann’s, at 42 North 
Third Street. The store was formerly 
located at 11 South Third Street, but 
Mr. Latt moved to a more central loca- 
tion. 

The new store is decorated inside 
with hunting scenes and finished both 
inside and out with knotty pine, giving 
it the Old English appearance of the 
Bootmaker’s Shop. 

Mr. Latt is also the proprietor of an 
exclusive women’s shoe store at 8 North 
Third Street. He is assisted at the 
men’s store by Emanuel Jacobs and at 
the women’s store by Arleigh M. Miller. 

“Today, according to business sages, 
is an ‘age of specialization’ . . . and this 
fact has caused us to completely re- 
vamp our organization in order to pro- 
vide the service, individual attention, 
and special features which make selec- 
tion of footwear more satisfactory,” 
Mr. Latt said in explaining his reason 
for operating two separate stores. 
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STOCK No. 46! 


MANY 
MOTHERS 


frequently upon a physician's rec- 
ommendation, have protected the 
fast growing feet of their young 
children wiih the progressive types 
of Mrs. Day's Ideal baby shoes. It 
is a simple matter, therefore, to 
attract the patronage of these 
mothers by offering Flexible Hard 
* soles in the 2-8 run, carrying the 
same familiar trade mark. 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 
Manufacturers of Fabric—Cushion—Soft 
Sole—Iintermediate and 


FLEXIBLE HARD SOLES 











M. L. Sauls Named Manager 


New ORLEANS, LA.—M. L. Sauls is 
the manager of the shoe department 
of the new Levitan’s department store 
in this city. He is well known as a 
designer as well as a buyer, and his 
creations, exclusive in New Orleans 
with Levitan’s, are distributed by other 
stores in leading cities throughout the 
country. 

A feature of the shoe departments in 
the new New Orleans store are the 
low cases which provide perfect visi- 
bility by not obstructing the view, make 
quicker service possible and add to 
the attractiveness of the department. 

The women’s shoe department fea- 
tures Vera Gay lines. 


Fontius Store Celebrates 
4Ath Anniversary 


DENVER, Cot.—The anniversary sale 
held recently at the Fontius store cele- 
brated their 44th year of family ser- 
vice in shoes. Outstanding values were 
offered in every line of foot wear. In- 
cluded in these are 2,000 pairs of wo- 
men’s quality shoes in all that is new 
in rich and beautiful suede and’ suede 
combinations, kids, and gabardines in 
black, brown, blue, grey, green, bur- 
gundy, and multi-colors all from regu- 
lar stock. 1,000 pairs of Fon Mode. 
The sale far exceeded expectations in 
volume of sales. 
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Make Your Store Bright 


[CONTINUED FROM PAGE 27] 


holiday business for the shoe store is to 
give the place a Christmas atmosphere, 
within and without, with bright and 
colorful decorations and _ trimmings. 
That the merchandise sold in the shoe 
store lends itself admirably to effective 
holiday window displays is amply at- 
tested by the illustrations shown here- 
with. It is interesting to note the num- 
ber of shoes shown in these Christmas 
windows, and merchants should not 
overlook the fact that a Christmas 
background and holiday atmosphere 
can also add to the effectiveness of shoe 
windows in December because of their 
timeliness, and because of the fact that 
the Christmas theme is appropriate 
for all sorts of displays at this season. 

It is comparatively easy to create a 
Christmas window display that is beau- 
tiful and dignified at a very low cost. 
One of the most effective of back- 
grounds needs only a good-sized wreath 
of Christmas greens, with a bright red 
ribbon bow to provide the note of 
warmth and cheer. Candles, cornu- 
copias of gold and silver, small Christ- 
mas trees or poinsettias provide prac- 
tically all that is needed to give the 
required Christmas atmosphere to a 
window designed on the dignified side. 
For the more festive and spectacular 
type of window, tinsel, Christmas tree 
ornaments, colored papers and similar 
decorations may be used. 

Reduced price sales and early Christ- 
mas buying gave New York stores, 
broadly speaking, a smart increase in 
business during Thanksgiving week, 
which in the case of shoe stores and 
shoe departments could also be attrib- 
uted to the fact that weather was 
colder during the early part of the 
week. Department stores, on the Sat- 
urday following the holiday, were 
thronged with shoppers, a sign that 
augurs well for the Christmas season’s 
volume, which doubtless will be large 
despite the effects of increased unem- 
ployment and business uncertainties. 

What happens to the individual store 
at such times, however, is likely to de- 
pend more upon its own promotional 
and sales activities than upon the be- 
havior of the trade at large. It was 
somewhat disconcerting to note that 
retail shoe advertising had all but 
disappeared from metropolitan news- 
papers over the week-end following 
Thanksgiving, when the advertising 
volume in general was heavy. The large 
space ad of one of the popular price 
chains was easily the dominating shoe 
advertisement of this particular week- 
end. Independent shoe merchants have 
always been too much inclined to cur- 
tail space drastically in dull periods, 
and while it is a recognized axiom of 
advertising that there is no point in 
wasting money when the buying public 
is indifferent, the fact remains that 
there is business to be had in the month 
before Christmas and that it will go 
principally to those who seek it. 
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rsal head 
slipped. to the inside. “(Urhey should be di- 
rectly under the metatarsal head.) This in 
dicates a slight spread of the internal longi- 
tudinal arch. 
pe peg rede By the correct type shoe 
a pad or raise, causing the sesamoid 

bones te work underneath the metatarsal 

ead each time the wearer steps down. 
Combined with a narrower fit around the 
waist, the pad would help the large toe 
bones to locate in proper position. This, 
though a minor ease, illustrates the bene- 
ficial effects of X-RAY fitting. 





SUBJECT: A man 40 years old. 
CONDITION: Shoe fitted too short and 
wide in childhood. Fifth metatarsal bent 
while bone was soft and young, by the 
wrong type lest. The little toe is crowded, 
as are ends of other toes. 


CORRECTION: Since the foot has ma- 
tured, straightening the bones is beyond 
your power. ou can merely point out 
the condition, and provide comfort by 
narrowing the shoe. However, be sure there 
is no bunicn on the fifth metatarsal that 
might interfere. If such a bunion exists 
the services ef a chiropodist are necessary 
to first remove same. 


FOOT STUDIES WITH X-RAY 

























ARE YOU GETTING YOUR SHARE 
OF THE MEN'S 


SHOE BUSINESS? 


~You Should 


Men are practical shoe buyers. Influenced not as much by style as by comfort, 
they remain loyal to the lines that provide it. X-RAY your men’s business and 
X-RAY produces the inside information—a 





discover its successful results. 
Fitting “Must.” You and your customer can both participate in selecting the 
proper type shoe. He is convinced by your sincerity in fitting him correctly 
and is less inclined to hold you responsible for his foot troubles. Knowing that 
you do not trust to luck in fitting him, he is more inclined to return to your 
store for the next pair. Write for additional clinic studies and further details 


of X-RAY fitting. 


ADRIAN X-RAY SHOE FITTER INC., 3535 N. Palmer, MILWAUKEE, WIS. 
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Men's Shoes 
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T GRADE ONLY” 
EAST WEYMOUTH, MASS., U.S.A. 
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Comfort Shoes 


eel lied 


* FELT FOX BALS # 


GENUINE HAND TURNED 


IN STOCK 
4-9 Width EE 
Red felt lined 





kid side patch and 
front seam. 









ABBOTT BROS. SHOE CO. 








— HAVERHILL, MASS.—— 


































Obituaries 


Charles W. Tappan 


HAVERHILL, Mass.—-Charles Wingate 
Tappan, well-known shoe manufacturer 
of this district, died recently after a 
long illness at the age of 64. He or- 
ganized the Riverside Shoe and Leather 
Company thirty-five years ago, in the 
management of which he continued 
active until ten years ago when he 
founded the Tappan Shoe Company, 
which operated two plants in this city, 
later he moved the business to Newton, 
N. H. 

He was a native and life-long resi- 
dent of Haverhill, the son of the late 
Alonzo and Isabelle Tappan, and is sur- 
vived by his widow, Mrs. Mary E. Tap- 
pan, a daughter, a son, Edwin P. 
Tappan, president of the Tappan Shoe 
Company, and six grandchildren. 


Daniel M. Glidden 


BROCKTON, Mass. — Daniel M. Glid- 
den, New England salesman for Everett 
& Barron, Providence manufacturers 
of shoe dressings, died recently at Cari- 














- 
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bou, Maine, while there on a business 
trip. He had covered the New England 
territory for the last eleven years, prior 
to that having traveled through Ohio 
for the same company. 

Mr. Glidden, whose home was at 146 
West street, this city, is survived by 
his widow, Mrs. Sarah M. Glidden; a 
son, Donald, and a daughter, Ruby A. 
Glidden, both of Brockton; and two 
sisters, Mrs. Edgar H. Redding of 
Wrentham, Mass., and Mrs. Louis Mc- 
Kay of Lynn. 


Thomas Ryan 


MONTREAL, CANADA—Thomas Ryan, 
89, retired pioneer Winnipeg shoe re- 
tailer, died in Winnipeg November 24. 
In 1890 he was mayor of the city. He 
also, for several years, was president 
of Winnipeg Young Men’s Christian 
Association. 


Willard Pierce 


ROCHESTER, N. H.—The death of Wil- 
lard Pierce, 70, who had been an agent 
of the United Shoe Machinery Corp. 
since 1916, occurred suddenly here on 
November 25. 

Mr. Pierce, who had been in poor 
health for a considerable time, was 
stricken with a heart attack while mak- 
ing a purchase in a local drug store. 

Coming here from West Newbury, 
Mass., 21 years ago, he became well 
known in the city. He leaves a brother 
in Detroit and a stepson in West New- 
bury. 


Charles Wendelberger 


MILWAUKEE, WIs.—Charles Wendel- 
berger, 36, for 12 years foreman at the 
Simplex Shoe Manufacturing Co. here, 
died November 21 at a local hospital 
following a brief illness. Mr. Wendel- 
berger was a lifelong Milwaukee resi- 
dent and is survived by his widow, four 
children, five sisters and two brothers. 


John P. Och 


SHEBOYGAN, MicH.—John P. Och, 60, 
a former director of the Michigan Shoe 
Retailers’ Association for nine years, 
died at his home here, recently. He was 
« former mayor of this city, and had 
been in business here for the past 18 
years. Mr. Och had at one time 
served as secretary to the local Rotary 
Club. 














Wolock and Bauer Open 
New Store 


CHICAGO, ILL. — Realizing that the 
exclusive shoe business can also.be a 
neighborhood business, Maurice Wolock 
has opened another Wolock and Bauer 
Shoe store at 710 N. Michigan Avenue 
in the exclusive North Michigan shop- 
ping district. This is a section of 
Michigan Avenue which caters to ex- 
clusive trade such as permanent guests 
of the Drake, Seneca and other leading 
hotels. It is the first store operating 
solely as a shoe store in the neighbor- 


ELAM'S 


PRE-WELTS 






300 Patent Leather 
301 Smoke Elk 
302 White Elk 


Let the mothers in your town know that you 
are doing a real job in fitting their children— 
that you are concerned with the healthy devel- 
opment of young feet. 

Elam Pre-Welts will help you to do that job 
effectively. Once mothers become acquainted 
with the satisfaction that Elam's Pre-Welts 
give, you'll be fitting their youngsters regularly. 

Send for our catalog of styles IN STOCK for 
immediate delivery. 


DISTRIBUTORS 
439 Marbridge Bldg 


NEW YORK 
BOSTON: Lane Bros 

NEW ORLEANS: B. Rosenberg & Sons 
LOS ANGELES: Boston Shoe Co. 








hood and Irving Gould, manager re- 
ports the response since the opening 
has been most gratifying. 

The new shop is done in the salon 
style. Interior decoration is modern 
French with plum-colored walls and 
white woodwork. Upholstéred furniture 
and floor coverings are in aquamarine 
to harmonize. There is seating capac- 
ity for 25 customers. All stock is hid- 
den and the only display cases are for 
bags and other accesories. 

A unique feature of the new shop is 
a glass enclosed room in full view of 
the customers, where they will be able 
to watch and observe a man at work 
finishing custom-made shoes. It is be- 
lieved this is the only shop in the Chi- 
cago area to carry this as a permanent 
feature. 

This shop will carry custom - made 
shoes and only the better grade of 
Wolock and Bauer shoes with the price 
range beginning at $13.95. The shop 
features high styles and the most 
fashionable and styled patterns even 
in walking shoes. It does a big busi- 
ness in evening slippers and also in 
mules and leisure foot wear. Sequins, 
hand - lacquered and gold and silver 
models have been going especially well 
in evening wear. 

The shop also carries a wide range 
of evening and dress bags and is also 
featuring other accesories such as com- 
pacts, cigarette cases, and costume 
jewelry. 





- 
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F.S. ELAM SHOE CO. 


176 No. WATER ST. ROCHESTER, N. Y. 














SS mtiecte ao ee 


BOOT AND SHOE RECORDER, December 4, 





business. You can let your stocks run down at the 


height of a season. 
men to insult every customer. 
close your store on Saturdays. 


ways of committing business suicide. 


7 
A much more subtle way—slower death—is to con- 


PROTECTED BY AMERICAN Sh oes 


"Spring to “w Jaivy forms 


SHOE FORM CO. 


AUBURN © NEW Y 
UNITED LAST CO., LTD. - MONTREAL, 


For further facts, call the nearest branch 
office of the United Shoe Machinery Co. 


TA. dM 





There are a lot of ways to kill a 


You can encourage your sales- 
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Are you committing 
“WINDOW” SUICIDE? 


tinue to throw your shoes into the window just as 
they come out of the boxes—twisted, bent and 
crushed. And to let your competitors go on dis- 
playing shoes on Fairy-Forms that make their shoes 
look twice the value of yours. 


Or you can simply 
But these are crude 


Sell 


‘AND FOREIGN PATENTS 


ORK 
CANADA 


Send for our folder of prices & types today. Fairy- 
Forms are too inexpensive to do without! 
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taf ing Branches: Northampton, England @ Melbourne, Australia @ Paris, France @ Frankfurt, Germany @ Mexico City, Mexico 








Cline Sells L. A. Department 


Los ANGELES, CALIF.—Chas. D. Cline 
has sold the lease, fixtures and good- 
will of his shoe department in the J. J. 
Haggerty Store to a new corporation 
which has taken the name of the Chas. 
D. Cline Shoe Company. M. E. Bangs 
is president of the corporation, Alfred 
L. Chase is vice-president and T. R. 
Simmons is the secretary-treasurer. 

For a number of years, Mrs. M. E. 
Bangs was secretary and credit man- 
ager of the several Chas. D. Cline shoe 
stores in this city. 

It is the intention of the new man- 
agement to broaden the scope of the 
stock, especially in the development of 
the high grade turn fashion business. 
The people behind the new corporation 
are most favorably known in Los Ange- 
les, being business people of very high 
standing. ; 

T. R. Simmons, formerly of Huron, 
S. D., will act as store manager. 





Teachers’ Convention Boosts 
Des Moines Business 


Des MoINes, IA.—It was Merry 
Christmas business for a few days for 
Des Moines shoe retailers recently, 
when 11,000 school teachers, mostly 
young girls, invaded Des Moines for 
the annual state teachers’ convention. 
Led by a 10-page ad and another four- 
page spread of Younker Brothers ad- 
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Planes Sell Shoes to Air-Minded Youths 





Charleston, S. C.—This interesting store display, used in conjunction with the 
airplane contest of the Belle Meade Shoe Company, has been successful in build- 
ing the boys’ shoe business at Condon’s, here. 

Mathew Condon, owner of the store, arranged with the local offices of the 
airlines for aviation material to be used in this and his window displays. 

Always of interest to boys, these displays not only helped to build the boys’ 
business but also benefited the other lines by the extra business the boys brought 


to the store with them. 





vertising their store-wide “Capacity 
Day” values, shoe merchants as well 
as other retailers advertised heavily 
on seasonable merchandise and reported 
the biggest Friday and Saturday of 
the year.. 


1937 


“Everything was selling,” reports 
said. “High heels, and low ones, high 
styled shoes and health shoes. There 
were enough people buying to test the 
resources of every type of item in the 
stock.” 
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Bowling Shoes 
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PROFESSIONAL 
BOWLING SHOES 





Combination Sole 
Right Foot 
Rubber Sole 

Rubber Heel 
Left Foot 
Buckskin Sole 
Rubber Heel 
BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 
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Dancing Shoes and Taps 
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PROFESSIONAL TAP DANCE SHOE 
IN-STOCK 













White Side 
and 
Patent Chrome 
H/-12 Band C $1.50 
124-3 ABandC $1.50 
“8 ABandC $1.60 


DAVID T. NATHAN 
138 Lincoln St., Boston, Mass. 
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Carton Labels 
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RECOGNIZED 
HEADQUARTERS 






ee | 

FOR SHOE RETAILERS 

WHOLESALERS AND MANUFACTURERS 
WRITE FOR SPECIMENS AND FULL DETAILS 


TOLMAN PRINT, Inconroraten 


UNIVERSITY PRESS 
CAMBRIDGE MASSACHUSETTS 














L. K. Clark Promoted 


Los ANGELES, CaLir.—L. K. Clark 
has been promoted by Weatherby- 
Kayser Shoe Co. to the management of 
their fine new Seventh Street store. He 
comes here after making a fine record 
in the Phoenix, Arizona, branch of 
Wetherby-Kayser and succeeds Harry 
Joyce who has resigned. 
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Leather Company Purchases 
Plant 


Titton, N. H.—The former hosiery 
manufacturing plant of the American 
Woolen Company, here, which has been 
idle since 1929, has been purchased by 
Winslow Brothers and Smith, Inc., 
which produces sheepskin leather, gar- 
ment leather, shoe lining, suedes, hat 
leather, bag leather and other forms of 
finished leather in factories in Boston, 
Norwood, Peabody and Lynn, Mass., 
and Gloversville, N. Y. 

The property was acquired from the 
Public Service Company of New 
Hampshire, which took over the three- 
story factory and its water rights when 
the American Woolen Company ceased 
operations at the plant. 

Immediate employment of 150 per- 
sons, with a payroll between 200 and 
300, is promised by the new industry, 
which, for sake of diversity of Tilton’s 
manufacturing enterprises, was chosen 
as the buyer in preference to a textile 
firm, by the State Planning and De- 
velopment Commission, which negoti- 
ated the important transaction. 

In announcing the deal, Laurence M. 
Meyer, industrial agent for the state 
development division, indicated town 
officials foresaw a large decrease in the 
town’s relief burden as a result of the 
plant’s reopening. 





Shoe Store Landmark 


Destroyed 


NEW ORLEANS, LA.—A tall, majestic 
clock that stood in front of Pokorny’s 
Shoe Store, 124 St. Charles Street, 
here, abruptly ended nearly 50 years of 
faithful service recently when a heavy 
truck struck the standard supporting 
the clock and crashed the huge time- 
piece to the sidewalk. 

The clock had two faces, each about 
two and a half feet in diameter, and 
stood on a standard about ten feet high. 
As it struck the pavement, its hands, 
glass and essential parts were shat- 
tered beyond repair. 

The clock originally cost about 
$1,800, according to C. F. Blache. man- 
ager of the Pokorny store, and had 
stood in front of the establishment for 
about 25 years. The massive timepiece 
marked the entrance to a Canal Street 
jewelry store for 20 years before be- 
ing moved to its last location. 





Explosion Damages Shoe Shop 


INDIANAPOLIS, IND.—The Betty Lee 
Shoe Shop, 112 Monument Circle, suf- 
fered heavy damage recently, when a 
hot water boiler in the basement di- 
rectly under the shop exploded. Front 
and rear doors and windows were 
blown out and stock and furnishings 
were thrown into a crumpled heap. . 

Lawrence Fox, manager of the Betty 
Lee Shop, was fitting a pair of shoes 
when the exvlosion occurred. The cus- 
tomer ran from the store and was not 


UP 
your sales with 
@ 


an aniline dyed nap-sueded 
leather available in 30 colors. 
It has the good looks to make 
the first sale . . . and the 
durability to make a satisfied 
customer come back for 
more. 


Ask your manufacturer. 


SLATTERY BROS. 
TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 











injured, but Mr. Fox and a clerk were 
badly shaken and suffered from the 
shock, but refused medical attention. 
The actual loss was not immediately 
determined. 


Opens New Shoe Section 


MILWAUKEE, WIs.—A feature of the 
modernized 12th Street store of 
Schuster’s, the second step in a mod- 
ernization program started two years 
ago, is the new era shoe section for 
men, women and children. The new 
department offers a double check on all 
fitting through the X-Ray machine and 
the Branos measuring device. Equipped 
with upholstered metal furniture, the 
new department is attractively fur- 
nished. 





First Snow Brings Demand 
for Rubbers 


Dayton, On10 — The season’s first 
real snow storm on November 19 
brought joy to the hearts of Dayton 
shoe men as the demand for rubbers 
became heavy. Although the snow was 
merely heavy enough to cover the side- 
walks, creating a slushy condition. 
buckle arctics were in demand, al- 
though other types got the biggest call. 

Dayton shoe dealers feel that with 
the early arrival of snow this year, 
they believe the rubber business this 
Winter will be exceptionally good. 
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Mantfield 


OF NORTHAMPTON, ENGLAND 











Presents 


AVIATION BOOTS 


Made in England by our 
master craftsmen and ac- 
cepted the world over as 
representing quality and 





NEI gio 





f, ® CARRIED IN STOCK 
P THE SHOE BUYING CENTER| AT OUR AMERICAN 
t ‘ IN NEW YORK HEADQUARTERS 
oe eee te ets dante 
4 shoe styles are now on display. MANFIELD 
; Shop the Marbridge Bullding for au. & SONS 


thentic shoe styl es. 
: the shoe Industry's leading ae 
j ers . . . conven oe assembled under 


one roof 


opportunity to | look before you buy. 


ae BROADWAY ar34°ST 


QS. <i sulci Mer. 








merit. 


The showrooms of 


you a spleadid 





ne — 


1636 Ranstead St. 
PHILADELPHIA, PA. 


Send for stock catalog of 
Riding Boots, Jodhpurs, 
Field and Aviation Boots. 














Features Accessories 


[CONTINUED FROM PAGE 23] 


to us that the old family shoe store is 
passing. The modern merchandiser of 
shoes must find a means of bringing 
into the store and holding the woman 
who likes to shop. We decided upon 
this type of accessories department as 
the most suitable for this purpose and 
we plan to present the last word in 
accessories.” 

As an illustration of the effective- 
ness of this type of merchandise in 
attracting customers, Mr. Werner tells 
of a customer whose attention was 
caught by a novelty in the window, 
priced at one dollar. She thought it 
would make a pleasant Christmas re- 
membrance and came into the store 
for several. She had no intention of 
buying shoes, but before she left the 
store salesmen had sold her $70.00 
worth of shoe store merchandise. 

It is anticipated that an accessories 
department with a line of goods aimed 
at the customer who likes the unusual 
will build up the store and accustom 
women to dropping in even if they are 
not contemplating the purchase of 
shoes, and so compete effectively with 
the department store. 

Every effort will be made, of course, 
to tie in the costume accessories with 
gloves and shoes, 





Comfort First 


[CONTINUED FROM PAGE 82] 


merchandise is carried in order to help 
us do this job just a bit better than 
the other fellow.” 

Multiple pair sales in this store are 
the rule rather than the exception. 
Members of the sales force have been 
taught to point out that socks worn 
only once a week, for instance, will 
wear much better than the same pair 
worn twice a week. Reducing it to 
terms of simple arithmetic, twelve 
pairs of socks will last much more 
than four times as long as three pairs. 
It is, therefore, a real economy to buy 
three or even six pairs at a time than 
to buy only one pair. Carrying this 
economy idea a bit further, the store 
hammers it home by reducing the price 
per pair as the sales in pairs step up. 
Thirty-five-cent socks sell three for a 
dollar, for instance, and six for $1.90. 
The two-dollar grade sells six pairs for 
$11.15—a saving on the multiple-pair 
purchase of 85 cents. 

No strenuous advertising is done ex- 
cept an occasional folder, such as the 
one illustrated, one of which goes in 
every shoe package leaving the store 
and a number of which were recently 
scattered around the floor of one of the 
display windows to help call attention 
to the socks in the window. This was 
an all-hose window—no shoes allowed 


—a luxury which the company allows 
itself once a year—when the first frosty 
days of Autumn put in their appear- 
ance and after the new shoe lines are 
ready for display. 

“And I don’t think there is anything 
else I can tell you,” concluded Mr. 
Vocke, “except to repeat that a shoe 
store is really a foot store, which, when 
you consider the importance of fit in 
everything which covers your feet, 
makes the shoe store the logical place 
for hosiery.” 





Shoe Stores Cooperate 
in Retail Promotion 


BELOIT, Wis.—Nearly 100 local club 
women representing fifteen organiza- 
tions, and twenty-seven retail stores in 
the downton section, including three 
shoe dealers, cooperated in a “Ladies’ 
Day” promotion here, which aroused 
considerable comment. 

Hostesses representing the clubs were 
at the stores at 10 a. m. and remained 
until 5 a. m. to assist customers, with 
a percentage of the day’s profits at the 
participating stores going to the trea- 
suries of the cooperating clubs. 

Shoe dealers participating included 
Stanton’s, Tradehome Shoe store and 
Murkland Shoe store. 




























THE TICKET 
AN D C latatD) 
Oe 


CHRISTMAS 
DISPLAYS 


Appropriate Xmas deer de- 
sign with bright red back- 
ground and text in marine 
blue. Harmonizing ticket in 
red, green, and white. 














CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated 
above; or oval base-burnished 
gold—three color trim. These 
modernistic holders take any 
size card, and harmonize with 
the finest window display fix- 
tures. 


Supplied with annual services. 
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Everyone Passing 
is a Possible Prospect 


SELL THEM 





DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery store service, fitting, quality, styles. 
Single cards, 60¢c each—without text, 35¢ each 


(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 


tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 








Polly Clips 
Pouy Cup for Price Tickets — Adjustable 
for ice Tickets —Tilt at any angle. 


Wo gross ............. $2.25 
ETO $4.00 





” 
Recorder Stock Record 8 


for shoe cartons. Cyclone clips 

















Natural View included: seesecee 
SHOE HOLDER OD cS 5S ees $1.25 
Se Sea ab wale $2.25 
Ra... 
Polly Shoe Holder “Aisi 
To display arch, branded, and 
fibre-sole shoes. Always re- Pdtoe........... 
mains in upright position. ‘ 
Yo doren ............. $1.65 } 





| dozen .............. $3.00 | seeeeeed 
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FEATURE POINTERS | 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 

‘ green border. Choice of forty selling chrases, 
or blanks. 


12 dozen (printed or blank)... ... 
e * % ym ES 1.10 








SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 


each month. 
SPECIAL CARDS, with wording as wanted. 
EXCHANGE OF CARDS: Annual card service subscribers may exchange any 


cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. ; 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c. per fifty, additional. f 
































SERVICE |, MONTHLY CARDS HOLDERS TICKETS 
Ne. 1 "$5.00 12 6 100 "1 
Ne. 2 4.00 8 4 100 
Ne. 3 3.00 6 2 50 
Ne. 4 2.28 4 7 6 














” 


Christmas designs . . 


7 FOR ITSELF 


e IN 


INCREASED BUSINESS 
/ Mi il (ouporr ono 














\8 


- X-1 and X-2—red and green ‘design on 
white background. X-3—black, red, and gold on white back- 
{ ground. Black prices. 


cco meena Sie? 11/2” x 2¥4"—Prices on opposite page. 





“N”; Light brown 
board... Design in 
orange’ and ‘dark 


brown. 








bewwoee 




























































(Cross out 


SERVICE 


CARD 


SHOW 


lines not carried.) We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


We sell Men’s, Women’s, Children’s Shoes and Women’s Hosiery. 
quantities and denominations: 


ANNUAL 
- per year, payable 


For this service we will pay 


FOR 





MERCHANTS 


$ 


For 


-- per month. 





cash in advance, full year’s 


service, 5% ‘discount. Checks 
from foreign subscribers 
must be drawn on U. S. 


SERVICE 


banks, or include exchange. 
If for any unforeseen reason 
we wish ta, discontinue ser- 
vice before expiration of or- 


STORE NAME SS 


OWNER ——]||~E~="]]]=>E[ BH" 


for 


additional 
each month’s service deliv- 


we, agree to pay $1.00 
month 


ered, and agree to return the 


der, 
per 


DEPARTMENT 


BOOT €& SHOE 
K cay 


209 S:STATE ST 


Please enter our order for 
the Recorder ‘Selling Mes- 





sages,” beginning with DE- 





for Card 
-» COon- 


CEMBER, continuing month- 


ly for one year, 
Service No. ......... 


; Zz Cheek, with order, please, unless C.0.D. 





card hold- 


CNG OF a caseces 


CHICAGO: ILL: 
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per fifty, additional. 
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CLassigped and’ Ward Ad’ 





SALESMAN WANTED 


SALESMAN WANTED 


LINE WANTED 








St., Boston, Mass. 


Manufacturer of MEN’S and BOYS’ high style American Welt dress shoes 
has opening for a number of salesmen who have large following among 
dealers featuring low priced lines. Preference will be shown to those who 
can prove their sales ability. May be carried as side line. Two sample grips. 
Commission 5% with drawing account after establishment with line. State 
full facts: territory, line now selling, present and past experience, references 
in first letter. Address F-596 care of Boot and Shoe Recorder, 140 Federal 











WANTED 
LIVE WIRE SALESMEN 


St. Louis Wholesale House with established 
business, featuring. a fashionable line of 
Novelties, Arch Shoes and a 4 Oxfords, to 
retail for a $3.00 and $4.00, needs the 
services of several good experienced men 
with an established territory. If you have 
an established business in any of the follow- 
ing territories, here is your opportunity. TIili- 
nois =< eer, Sanam =. ate 
nd entucky, nessee 

4 +4 Geo! , Louisiana. 


proven deserving of a drawing account. Give 
references, line now carrying and all neces- 
sary information in first letter. 
Address F-59094, Care 
BOOT & SHOE RECORDER 
1627 Locust St., St. Louis, Mo. 











Wanted: Salesmen 
for Iowa, Tilinois, Indiana, Michigan, Minne- 
sota, Wisconsin, ‘Texas, California. 
sees onulat priced high style novelty. fovtwear, 
en's popu! 6 
basis. No draw’ account. Only 
pom a A record apply. All in- 
quiries treated in strietest confiden:e. 
ddress Bex Ne. F-503, ¢/e Bost and Shoe 
Recorder, 208 South State Street, Chicago, tll. 




























LESMEN—to carry popular side line of in- 
Neh prewelts on ——— basis. SHOE- 
CRAFT, INC., 2947 N. 30th Street, Milwaukee, 
Wis. 








SALESMEN wanted for the following terri- 
tories—Missouri, Kansas, Western Philadel- 
phia, Ohio, Virginia, Delaware, Wisconsin, Iowa, 
Minnesota, North Carolina, South Carolina, and 
Virginia. A company handling nationally known 
and outstanding, line of Welt and Littleway 
Arch and Sport Shoes to retail for $5.00 is pre- 
pared to extend its territories in the above states. 
We shall gladly accept applications from experi- 
enced salesmen who have built up a trade in 
these states. This is an opportunity for men who 
are interested in establishing territories which 
will eventually show permanent earnings. Give 
all details in first letter, as entire line of Spring 
samples are now ready. Correspondence - 
dential. Address F-595, -care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 


aN. . 


A EE A 





OAST SALESMAN: To represent New York 

Manufacturer of sport type low heel Shiccas 
retailing $6.50. For live wire man to carry, as 
additional line, strict commission basis. Ad- 
dress F-590, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


LESMAN WANTED: For Detroit and 

vicinity to sell fast styled popular priced In- 
Stock line of Women’s Novelty Footwear. 
applying give amount of road selling experience 
and references. Address Shu-Stiles, Inc., 1214 
Washington Ave., St. Louis, Mo. 








HELP WANTED 








WANT ED: BUYER«: women’s 


orthopedic shoes. Fast growing 
women’s specialty store offers life - 
time opportunity to a keen mer- 
chandiser who knows the correc- 
tive shoe business from A to Z; 
one capable of installing and oper- 
ating well-advertised department. 
Salary plus profit sharing arrange- 
ment. Replies held confidential. 
Address F585, care 
BOOT & SHOE RECORDER 
239 West 309th Street 
New York, N. Y. 








heer 





WANTED MANAGER-BUYER for Ladies’ 
Shoe Department, only one who has had ex- 
perience in better class specialty store considered. 
Must have good record for style footwear and 
better type shoes. A. NACHMAN, INC., MONT- 
GOMERY, ALABAMA. 


CALIFORNIA resident, reliable salesman, go- 

getter, wishes connection with jobber, manu- 
facturer, popular priced line ladies’ novelties. 
Commission basis. Best references. Address 
F-580, care Boot & Shoe Recorder, 239 W. 
39th Street, New York, N. Y. 





WANTED by well known West Coast Repre- 
sentative, fast line in-stock Ladies’ Novelty 
Shoes. Fast line in-stock Men’s Shoes. Handle 
on Commission Basis for reliable house. Address 
Box 515, 219 So. Flower, Los Angeles, Calif. 





ME. manufacturer I am interested in a fair 

representation of stock in Men’s, Women’s 
and Children’s shoes with Corrective or Health 
Giving features. Branded or not on a consigned 
or extended credit basis in an Eastern city of 
over 800,000. Address F-597, care Boot & Shoe 
a mm 239 West 39th Street, New York, 








FOR SALE 


CALIFORNIA'S most beautiful shoe store. 

Best location in trading area of 400,000. 
Address F-564, care Boot & Shoe Recorder, 239 
West 29th Street, New York City. 








Washington, D. C. A family shoe store, 
Long established, Doing a Good Business, 
A #1 location, Low Overhead, Good Clean 
Stock, at Right Prices. Owner’s Health 
demands cha in Climate. Will take 
approximately $7000 to handle. 
Address F-589, care 
BOOT & SHOE RECORDER, 
239 38th Street 





West 
New York City 








O RTHOPEDIC shoe store established over fifty 
years, located heart of New York’s finest 
shopping center, good lease, with or without 
stock—unusual proposition, attractive price for 
immediate sale. Address F-591, care Boot & 
~~ Recorder, 239 West 39th Street, New York, 





POSITION WANTED 


BUYER and Manager for Orth ic shoes, 

Knowledge of custom work and last making. 
Will consider out of town. Lewis Lichtenfeld; 
1552 53rd Street, Brooklyn, New York. 








WANTED TO PURCHASE 





: ATTENTION. Will pay cash for small family 


or specialty shoe store. Will consider good 
shoe department. All ies confidential. Ad- 
dress F-592, care Boot Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





FOR LEASE 


Voss Shoe Department for lease 
igh-class specialty 


h store for women. 
cated in one of the best retail towns in 
country. Fine location on first floor with 
modern fixtures. ust 


M handle shoes 
to retail from $6.50 to $12.50. uy Psy he 
& Co., 141-143 East Main, Lexington, Ky. 





Rs 





T2 LEASE: Will lease Ladies’ Shoe Depart- 
ment to progressive individual or company. 
One who can handle better class and style 7 
wear for specialty store clientele. A. NA 
MAN, INC., MONTGOMERY, ALABAMA. 





inne Solera 
mec SO ia Se es 


address should be counted. 
Classified advertising is payable in 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. ~ 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
(= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Gey 
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Chain Store Efficiency 


are made available 
to independent retailers in the 


( 
( 
Recorder’s Stock Record System 
(either in cards or book form) ( 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, IIl. 
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ROY STEFFEN 











WANTED TO PURCHASE 


BUSINESS OPPORTUNITY 








MERCHANTS’ NEEDS 














WE BUY 

lus Wholesale and Retail 

randed Shoes such as 
— Ra 7 Vital- 
tonne, | Stetson, Red’ Cross, Nunn Bush, Ete. 

IRVIN BUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 

Phone Barclay 7-7887 New York City 








YOU CAN HAVB A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 





Buyers of Surplus Stocks 


We will surplus or entire stocks shees 
from manutact . By. X4-, retailers. " 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
| 79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180, 5I8! 

















The World Was His 
Shoe Shop 


[CONTINUED FROM PAGE 30] 


he became interested in the manufac- 
ture of shoes in Haverhill and was in 
the employ of Hazen B. Goodrich & 
Company. Later he was a member of 
the firm of Ellis & Connor. He resided 
for many years in Bradford, Mass. 

It was in this business connection 
that Mr. Connor first became ac- 
quainted with Sidney W. Winslow, Sr., 
and George W. Brown in their activity 
‘with the Consolidated Hand Method 
Lasting Machine and in 1896 he went 
abroad on a special mission for the 
Hand Method Lasting Machine Com- 
pany. 

Mr. Connor made his home at 85 
Berkeley Street, West Newton, Mass., 
and had a summer home at Rye, N. H. 
He is survived by his widow Ella Fran- 
ces Benson, whom he married in Derry, 
N. H., November 30, 1876; a son, Lewis 





H. Connor; a daughter, Mrs. John A. 
Whittemore; a granddaughtér, Anne 
Whittemore; a brother, Albert J. Con- 
nor of New York; and a sister, Mrs. 
Annie J. Howe of Stoneham, Mass. 

Mr. Connor was a 32nd degree Ma- 
son, member of the Massachusetts 
Masonic bodies and Aleppo Temple of 
the Mystic Shrine. He was a member 
of the Algonquin Club; University 
Club; Brae Burn Country Club; and 
the Abenaqui Club of Rye, N. H. 

Funeral services were held Wednes- 
day, December 1, at 2.30 at the First 
Unitarian Church in West Newton, 
Mass. 


Builds Factory Addition 


Lima, OHIO — The Lima Cord and 
Heel Co. is building an addition to its 
factory here for increased facilities to 
produce composition soles and heels. 
Issuance of $100,000 in common stock 
of $1 par value has been announced by 
Frank L. Maire, president. 





Vollins Named Women’s 
Shoe Buyer 


ATLANTIC City, N. J.—Herman Vol- 
lins has succeeded Mr. Bernstein as 
buyer of ladies’ and children’s shoes 
for the M. E. Blatt Department Store 
in Atlantic City. Mr. Vollins has 
worked his way from the ranks, having 
started as stock boy with the company 
more than 15 years ago. 





















For Spats and 
Shoe Ornaments 


Also our newest patent 
zipper spat. 
MANOLIS 


Manufacturing compen. 


4 N. lord Ave. 
Chieago, Ill. Side Line 
Salesmen Wanted. 
































YOU 








BRANNOCK 
FITTING SYSTEM 
14 INCREASE REPEAT SALES 
Satisfied customers return 
@ ATTRACT NEW CUSTOMERS 
One tells others 
3 SAVE % OF FITTING TIME 
Cut down try-ons 
Write for Descriptive Folder 
and list of shoe factories offering Brannock 
at special cooperative price. 














Devices 














THE BRANNOCK DEVICE CO. 
SYRACUSE, N. Y. 











Large Attendance at 
Volume Showing 


New York—General business un- 
certainty, according to reports, was 
reflected in the buying done at the 
Volume Shoe Manufacturers Associa- 
tion Spring Showing which closed this 
week at the Hotel New Yorker, here. 

Buyer attendance, however, was on 
a par with last year’s showing with 
out-of-town buyers from all parts of 
the country registering in the first two 
days. More than 1000 local buyers 
were estimated to be also in attendance. 

Buyers from the large shoe distribu- 
tors and department stores did the 
greater part of the buying while the 
small buyers were inclined to hold off 
until a later date. 
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Cool Weather Gives Needed 
Impetus to Sales 


Cuicaco, ItL.—Chicago shoe mer- 
chants got the break in weather they 
had been waiting for so long on Satur- 
day, November 20, the beginning of a 
cold wave that continued throughout the 
following week. Several reported that 
that particular Saturday was the best 
in six weeks. In fact, according to re- 
ports from the Chicago Association of 
Commerce snow and cold weather gave 
an impetus to all retail trade. Long 
delayed purchases of heavy clothing, 
and other Winter needs took up some of 
the slack. 

Gabardines showed their first real 
activity and indications are that the 
trend wili continue toward Winter fab- 
ries. Gabardine and patent, gabardine 
and lizard and simulated leather trims 
appeared to be going well, although 
suede in other combinations also holds 
its own. Alligator and lizard gained 
in sales during the week. Black re- 
mained the leading color although 
brown and blue are both good and gray 
continues to gain. 

Evening slipper sales are mounting 
with emphasis still on the golds, sequins 
and lacquered numbers. There has been 
a lot of early interest in the Christmas 
slipper lines with heaviest buying in 
fancy mules. 

Biggest boon for the retailers was 
the lift in the galosh and rubber busi- 
ness brought by the snow, ice and cold. 
Retailers reported good sales especially 
in women’s galoshes throughout the 
week, 


Navy to Open Bids for Shoes 


WASHINGTON, D. C.—The Bureau of 
Supplies & Accounts, Navy Depart- 
ment, will open bids on December 10 
for 100,000 pairs of black leather shoes, 
65,000 pairs to be type B, low, and 35,- 
000 pairs to be type A, high, for 
delivery at the Naval Clothing Bureau, 
Brooklyn, N. Y. Sizes will range from 
5 to 11. They are to include widths 
B, C, D, E, and F. 


————_—_ 


Fashion Futures 
[CONTINUED FROM PAGE 42] 


couldn’t take them too seriously, be- 
cause since it was, after all, November, 
shoes had to be made in the materials 
available at the moment. But as the 
700 pairs progressed we were impressed 
with the fact that their greatly di- 
versified treatments called for the 
tailored smartness of calf and reptile, 
the dressy suppleness of kid, the wear- 
ability of gabardine, the new note of 
Summer suede, the slickness of patent, 
the informality of linens and prints 
. a Fashion-Future for many leathers 
and fabrics! _ - ea 





TOLMAN PRINT, INC., Cambridge, Mass... CR Sap ee aan Wry sy cc reete es 
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A Dying Ci 


BOOTS AND SHOES 


ABBOTT BROS. SHOE CO., Haverhill, Mass... 06.26. cc cece cc cece cvucececcceee 48 
BROOKS SHOE MFG. CO., Philadelphia, Pa.. AY Sein orn es Nviewayeer vec. 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass.. Be ehh a Me Pots ws hice a ee 48 
CONNELL, J. M., SHOE CO., S. NT TIES RN AER DE er ee eT Br 46 
CONNOLLY SHOE Cco., Stillwater, Meee. ete ie eee hate oe te el 39 
DANVERS SHOE CO., Newburyport, Mass............0.0.0cccecececucececueveuee 42 
Eanes Fema eee Wa... Roctiestar. Ni Yo... 5. cco ook ccc cmecisvccsndvccvierns 
ENDICOTT-JOHNSON CORP., Endicott, N. Y....000 0.0.00 cece cece cue ccucccees 6, 7 
FRIEDMAN-SHELBY SHOE CO., St. Louis, Mo.. 0.00.0. c ccc ccc cece cecceuus 16 
GREAT EASTERN SHOE CO., Boston, Mass..................cccceccecectcseces 46 
WO APIUVERID A StU e, PRINGOOIDNIA, PA... ese ecw cae cescccecacceuteccecbaet 51 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind................06. 12 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass...........--.--- 00000 cece 46 
MUSEBECK SHOE COMPANY, Danville, Ces AA Re STENT oe RN ok 5 
PCO RIEER cg OURO, PAUSE. ccc. 5. 5 cbs c soc ccessccned ss Seweweera¥eee cot 50 
NUNN-BUSH SHOE CO., Milwaukee, Wis..............................+44-39d Cover 
ROBERTS, JOHNSON & RAND, St. Louis, Mo.. 0.00.0... cece ccc cc ene eeeeees 14 
UNITED STATES RUBBER PRODUCTS, INC., New York City................ Front Cover 
VUIIT US es Var Oy HOON WHOSE, 5 60 Sk Sco hoes code ee Pee ee can 29 


LEATHER AND OTHER MATERIALS 


COLONIAL TANNING CO., Boston, Mass........ 2... ccc ccecccccccccuccecsceecees 4 
EUADIS Free ati as Camano Ned... oo i oa von ss ent oi ccicasanevetens 13 
JENKINS, GEORGE O., CO., Bridgewater, Mass..............000 ccc ccc ee ceeuees 38 
LEVOR, G., & CO., INC., New PENN 8 ogc 35s hace saps 0 ehweunea tae. car ci Seber ae greets 2, 3 
OHIO LEATHER CO., Cicerd, MS RE Cote cee ence ae Back Cover 
RUEPING, FRED, LEATHER Gs Fandeu Lac, Wiss... osc. cacecccacessnacs 2nd Cover 
SLATTERY BROS. TANNING CO., Boston, Mass............ 0.00 ccc ee cee cee eeeeeee 50 
SURPASS LEATHER CO., Philadelphia, Pa........0.0 0.000 37 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
COMPO SHOE MACHINERY CORP., Boston, Mass.........-.0c00eescccee sees eees 1 


EVERETT & BARRON CO., Providence;.R. |... case cre eden ce ete ees 43 
Leyrmereey Perenee CO. Boston, GSS... 6. i ce ccc cc eek ececccccoses 10 
REPENS, BING INOW VORR-GHEY, 00. ace ce cece ces ee cee c bes eeesesedees 8, 9 
UNITED FAST COLOR EYELET CO., Boston, Mass...........0.-cecceu cece ccuvveees 45 
UNITED SHOE MACHINERY CORP., Boston, Mass....................-.002-..+. 35-40 


STORE EQUIPMENT AND ACCESSORIES 


ADRIAN X-RAY SHOE FITTER, Milwaukee, Wis........... 00. ccc ccc eeeeceeneeeeees 47 
eee, evra ares auracise, IN. V6. ooo oe sl eee eengw eer cues 55 
MANOLIS MANUFACTURING CO., Chicago, Ill... 0.6... cee cece cece eee eee 55 
Saree WNP Gn WN CHICEGO, WM ee es ees ce cee scp ene cee suet 44 
Be NE TP PU OUET INL Vey ia hoe oe ioc betes ble Seca o eta Foe We ede coronas 49 
MISCELLANEOUS 
AMERICAN: WEBELY, New York CH siren ce iesine ccd cecec cents e3S bawsisle 31 
BARIS SHOE COMPANY, New York City. ........5.0 ccc cece ee ere cere e eens 55 
HOTEL. BISTAARGK, Chicago, 10. vs ib. ooo cna oie os Kove eee ence ete ese nd beat + das 55 
IN OS eS IOS Ee re Pe eee ee re Teh: 55 
KIRSCH-BLACHER CO., INC. Nowe NSN lak ck pec es Vesa pases saggy een .- 55 
MARBRIDGE BUILDING, New York City..........0 0c cee ee cece eee eee tees pects. we 
DOA TIGIIAAG Se CAR, CRICKIG Tin io cco cep se cree esse ete ence tbyrpe see ace e Wl 
STEPHENSON LABORATORY, Boston, Mass..... 2... 020: eeeeeeeeeeeereneeree cece . 
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is Attraczel 
Two-Pair 





“On the Feet” activity makes rigid demands on the 
footwear. Professional use also requires attractive and 
practical styling. The Nurse Oxford, in White, Brown 
or Black has outstanding “Vocational Value.” It has 
all the Kali-sten-iks comfort features; Seamless Back, 
Three-Point Suspension. It has Style. 


Nurses, School Teachers, and Beauticians are only a 
few of Kali-sten-iks prospective two-pair purchasers. 
At work or at leisure, Kali-sten-iks continue to Keep 
Good Feet Healthy, and thus Keep Good Customers. 
They are a Capital Asset for Your Store. Complete 
information at your request. 


ROOM 900 
STEVENS HOTEL CHICAGO 


TWN LUN Dake ee eee: Se 


Vol. CXII, No. 15, BOOT AND SHOE necoaes. published every Saturday by Chilton Company (ee), penton office, Chestnut and 56th Sts., Philadelphia, Pa. Editorial 
and Executive offices, 239 West 39th St., New York, N. Y. Entered as second class matter November 932, y — Post Office in Philadelphia under Act of March 8, 1879. 
Subscription price $3.00 per year. Printed 7 % 8. 
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No, 263 
PATENT LEATHER 


ROPE SB RGR IE AS AEP EHTS 





Because bines will be more important than nin te 1938, the Colonial ‘ 
color line contains eight different shades ranging from “Vapor” (the pal- 
est and subtlest of blue-grays) to a Navy that is almost black. One of the 
richest of them is China blue (No. 263) selected by I. Miller for this new 
opera pump which is going to be nationally advertised. The clever V-cut 
front and open toe are typical I. Miller touches that not only give a classic 


patent-leather style a new flick of interest but aid comfort and fit as well. 


If you haven’t already received a swatch book of Colonial Patent’s more 
than thirty colors for 1938, you have only to ask for one. Simply address 
your request to our Department R. 


COLONIAL TANNING COMPANY, 207 SOUTH STREET, BOSTON, MASS. 
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HRISTMAS! The most tiring and hap- 

piest season of the year. And it is just 
one more reason why your shoes should have 
Spaulding Counters. Spaulding Counters give 
shoes restful, heel-hugging qualities that tired 
shopping feet appreciate. Spaulding Counters 
are made from resilient fibre, hemp and flax, 


and formed on the very last used in the man- 


ufacture of the shoe. Comfort of perfect fit and 
the beauty of smooth, proud, upstanding quar- 
ters is part of every shoe with Spaulding Coun- 


ters. Specify Spaulding Counters in your shoes. 


Ss 
Scourters 9 


“Wade in North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS SO MUCH... AND COSTS SO LITTLE 











Sun-Kix ... grand little novelty shoes for next Spring and Summer selling, embody quality features 
you won’t see in any similar line. They’re colorful, durable, comfortable as house slippers, smart as 
street shoes, so inexpensive that every woman in America will want a pair. If you operate a 
bargain basement or a retail chain . . . if you’re a jobber or a retailer .. . you can do a smash 
business on Sun-Kix next Spring and Summer. If you’d like to know more about them, write us 
today for further information. 






NOTE THESE EXCLUSIVE QUALITY FEATURES: 













Genuine leather insoles! @ Fabric 
covered wood heels with genuine 
leather toplifts! © Sheeting crepe 
soles! @ Rigid shank in Cuban 
heel types! © Detachable Kilties! 
®@ Soles vulcanized to uppers! 


Growing Girls’ 
Colored Kilties 


4651—Blue, white trim. 
4656—Brown, white trim. 
IN STOCK in sizes 3-8..... 73c 

























(Also stocked in white, with 
colored trim and in Misses’ and 
Childs’ sizes.) 






IN STOCK 












Women’s Wood Heel 
Wide Tongue Moccasin 


4666—White, blue heel and trim. 

4667—White, red heel and trim. 

4668—Brown, white heel and 
trim. 

IN STOCK in sizes 3-8..... 79c 


(Also stocked in detachable 
Kiltie-Tongue style.) 


Women’s Wood Heel T-Strap Sandal 


4660—White, white heel and trim. 
4661—Blue, white heel and trim. 
4662—White, blue heel and trim. 

IN STOCK in sizes 3-8..................... 







SEND FOR COMPLETE CATALOG OF STYLES IN STOCK 







WINDOW POSTERS F REE ON REQUEST WITH EACH CASE LOT ORDER! 





ENDICOTT JOHNSON 
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Thousands of American mothers have for years, refused to let their children wear so-called 
“sneakers” because they believe that rubber soles are harmful to their children’s feet. Endicott 
Johnson Hi-Kix . .. the only rubber-and-canvas sports shoes with a genuine “Standon” leather 
insole, will enable you to silence this complaint forever! Play up these exclusive Hi-Kix features in 
your Spring promotions. They’re our top-grade tennis shoes. They'll bring a welcome “bulge” in 


your sports-footwear business this Spring and Summer. 
HERE ARE A FEW NEW, IMPROVED FEATURES 





6112—Drill-lined black canvas 

upper; bound counters; rein- H fy jp. Genuine “STANDON” leather insole! 
forced seams. Heavy bumper, eee (tt @ Pull-proof eyelets! @ Attractive color 
foxing, matching toe guard. We \ combinations! @ Sheeting crepe soles! 
Heavy, square-design, white, jj - — No-Mark soles! @ Double vamp stays 
no-mark sole on all colors. aa for adequate foot-support! @ Double 
Genuine leather insole. reinforcing at HEEL as well as TOE! 
Men’s 6144/12, 74c; Boys’ y y 

214/6, 69c; Youths’ 11/2, 64c; PS fs sa aes 

Little Men’s 6/1042, 60c. MO FP Neh : eae IN STOCK 


6113—Brown. 6110—White. 








6121—Sturdy, Neutral Brown 

Duck general utility shoe. 

Double arch stay, pull-proof 

eyelets, heavy diamond outer 

foxing, contrasting inner fox- 

ing, sand-color crepe sole, 

slightly raised heel. Genuine 

leather insole. 

Men’s 614/12, 92c; Boys’ 

214/6, 84c; Youths’ 13/2, 76c. 

6124—Blue upper, grey trim, 

red sole. 

6122—Black upper, white trim, heavy “pepper” sole. 
Men’s 614/12, 91c; Boys’ 2142/6, 83c; Youths’ 
13/2, 75c. 6123—Same in brown. 


6102—Black duck upper, sheeting backed. Arch stay, 
grey trim, black sole, rag insole. 

Men’s 612/12, 64c; Boys’ 22/6, 60c; Youths’ 11/2, 
55c; Little Men’s 6/1014, 50c. 

6100—White, black trim. 6103—Brown, brown trim. 


ENDICOTT, N. Y. ¢ ST. LOUIS, MO. ¢ NEW YORK CITY 
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Mother knows the importance of FLEXIBILITY in her 
own shoes. Foot health and foot comfort depend up- 


on it and she is right in demanding it for her children. 





Selection of proper materials is essential and the 
method of construction must be right. LITTLEWAY 
and UCO LOCKSTITCH shoes provide two sure 
and practical ways of securing the flexibility and 


comfort required by young and active feet. 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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STYLES THAT WOMEN LIKE 


Women like the trim, stylish lines of Ball-Band 
Gaiters. Conservative, yet thoroughly modern 
they are the sort of gaiters that give both con- 
sumers and dealers the most satisfaction. Then, 
too, since they are built by Ball-Band they 
have the superiority in fit, materials, and work- 
manship for which all Ball-Band Footwear is 
famous. The prices of Ball-Band gaiters are sur- 
prisingly modest for such desirable merchan- 
dise. They'll build good will and profits for you. 


MISHAWAKA RUBBER & WOOLEN MFG. CO., MISHAWAKA, INDIANA 
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WITH BALL-BAND 





EASY COMFORT 
THAT MEN DEMAND 


Men are fast learning how convenient and 
good looking are the new Ball-Band Gaiters. 
Easy on and off — easy on the eye — comfort- 
able and light—they sell readily. There’s a 
profitable business in men’s gaiters waiting for 
you. Show them in your window — suggest 
them on your floor. Men have known for years 
that Ball-Band footwear is better footwear. 
Many millions of advertisements this winter are 
helping to increase the demand. Build profits 
and good will with Ball-Band. 
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WHEN VOURE SNOWED UNDER 


with Advertising and Selling Problems 


. « « the Boot and Shoe Recorder men 
can help you plow through to market! 


Whether you sell to industrial execu- 
tives, professional men or merchants, it 
is certain that your customers and pros- 
pects look to A.B.P. publications for the 
progressive ideas that enable them to con- 
duct their business more profitably. That 
puts the A.B.P. publication representa- 
tives in a sweet spot to help you level the 
drifts of sales resistance. For one thing, 
they can give you a clean-cut picture of 
the outstanding advertising values of vig- 
orously edited, ethically administered busi- 
ness papers that offer the Audit Bureau 


of Circulations’ measurement of Paid Cir- 
culation plus the Associated Business 
Papers’ brand of authentic readership 
analysis. 

But A.B.P. publication representatives 
can do much more than help you to reach 
your prospects economically and effec- 
tively. They and their editors stand ready 
to give you the benefit of their intimate 
knowledge of the buyers’ side of the fence 
in your markets. Surely, a fresh slant on 
any one of the points listed at the right 
will help clear the road to increased sales. 
Let the next Boor anp SHOE RECORDER 
man who calls add the weight of his 
specialized experience to your own 
thorough knowledge of your business. 


BOOT AND SHOE RECORDER 


Impartial measurement 
of reader interest 

in terms of paid 
circulation 


Sttw ) 239 West 39th St., New York dl 


Authentic facts 

relating to 

editorial scope and 
readership analysis 


1937 








How the Boot and Shoe Recorder 


Representatives Can Help You 


To sense and evaluate significant 


trends. 


2. To determine market potentials, 

3. To suggest product or package changes. 

4. To help you select and reach your 
prime prospects. 

5. To help plan sales and advertising 
strategy. 

6. To aid in improving sales and dis- 
tributive set-up. 

7. To translate all available market and 
sales statistics into terms of your 
particular problem. 

8. To scan copy for trade jargon. 

9. To suggest new products, or new 


markets for old products. 


10. To suggest ways to make sales promo- 


tion more effective. 
1. To help devise practical merchandis- 
ing material. 


2. To point out specific sales opportu- 
nities. 











